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The Surprise Shoe of the Season 


Return of the Colonial Unexpectedly Profitable 





season are usually given over} z , the Sesquicentennial at Philadelphia 
to “test, trial and error.” Most : featured colonial days, the various 
merchants pick small lots of differ- Gapmesaiesy episodes of early colonial life. His- 
ent types of shoes and go through toric Independence Hall, and the 
the process of testing them out to early legislative buildings at Phila- 
see whether public demand will de- delphia were visited by many shoe 
velop an interest in some one of men. In one of them a complete dis- 
them. play of costumes of colonial days was 
The trial-is made on the fitting to be seen and to shoe mien the in- 
floor to measure the interest of “- * Phe colenial of 1926 terest naturally was in the footwear 
women in that type of shoe. If the t of those days. 
triab is successful the merchant is Style demand. A number of the high We show two sketches: of shoes 
in a position to gage what he will Style shoe factories received sample from those cases—one the mascu- 
need in the height of the season of buckles and were told to build shoes }jne, heavy silver buckled shoe worn 
October and November. If he has that would blend with these buckles. py the man of the Colonies, the other 
made an “error” he hasn’t much to The results were sometimes disap- the fabric shoe worn by the women, 
lose, because he can dispose of the Pointing, because the extremely fancy which is the true colonial of feminine 
wrong numbers in the weeks to buckle wasn’t as yet in the style wear. It carries the characteristic 


T HE opening days of the fall geese terest in these shoes. For example, 


come, or even leave them to sweeten trend of feminine demand. heel of those days, and thé quarter 
up his clearance sales at the end of | The happy inspiration of one or has two fingers of material that 
the season. two buyers to supplement their se- stretch across the throat:and vamp 


Some months past certain key Verely fancy buckles with plain colo- of the shoe. But the shoe that we 
buyers throughout the country who Dial shoes was more in the nature now term colonial is taken from the 
were in Paris “style gazing” found ©f an experiment, a testing by the masculine shoes of those days. It 
it profitable to buy buckles at the 0d method of trial and error. What ends itself readily to any style move- 
prevailing low rate, because the de-. happened? Shoes came in and were. ment when black is pre-eminently 
mand for ornamentation had fallen @cceptable to the early purchasers wanted by the feminine public. 
off. Naturally, having made these who were looking for something new Perhaps this demand for colonials 
purchases they wanted to get their to start the season. These well is but a flash. That is a matter of 
money back and set about to find’ dressed women knew that black foot- time and selling effort. If it fits into 
ways and means for encouraging a Wet in suede, patent, pin seal, satin, the scheme of dress it has a place. 
a glossy kid and all of the materials . 
that come in black colors were good. 
The acceptance of this colonial type 
of shoe with its buckle was not local 
to any one particular community, 
but seemed to swing around the circle 
of metropolitan cities where new 
a things first appear. _. 

e Perhaps the interest in. things 
The true car was a es to ths tes 
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Building Up a Budget System 
to Control Buying 


A Successful Plan Used by the Fontius Shoe Co. of Denver 


trol our stock so that 
our receipts shall never over 
balance nor under balance our 
selling to any great degree, 
not only as a whole, but in 
each particular price range. 

While there are still a few 
retailers and great many 
traveling men who scoff at 
any budget system, yet the 
fact remains that 90 per cent 
of the department store man- 
agers who lose their jobs and 
shoe dealers who fail, do so 
for just one reason: TOO 
MUCH STOCK. 

They fail because they 
have too much OLD stock, of 
course. But remember this: 
there is no such thing as too 
much OLD stock unless some 
time in the past there has 
been too much NEW stock. 

That’s gospel. If you buy 
more NEW shoes for this 
fall than you sell this fall 
your’re going to have more 
OLD shoes. next _ spring. 
That’s all. 

A budget cannot be abso- 
lutely rigid, but our experi- 
ence is that whenever we 
have departed to any great 
extent from our budget, we 
have suffered accordingly. 

Since any buying budget 
must be based upon expected 
selling, our first effort is to 
find out definitely and accurately 
just what we are selling. 


The Stock Sheet 


The first link in this information 
chain is the stock sheet, (Figure 1) 
a loose leaf 11 x 17 inches with 
space for two year’s record on each 
style. This record is taken direct 
from the sales checks and shows the 
daily sales of each style, the returns 
being indicated by a dash (—). 

At the end of each week the sales 


UR budget system is a 
serious attempt to con- 


wor 


Denver. 


By Murray C. French 


Murray C. French, the author of this article, is one 
of the executives of the Fontius Shoe Company of 
He has played a prominent part in help- 
ing to build up the budget system of buying which 
is now in use in this successful store. 
—< buying he points out in a few well chosen 


“There is no such thing as too much old 
he says, “unless at some time in the past there has 


been too much new stock” 


The need for 


duced to $6.95 on July 12th 
and quickly closed out. Our 
stock is counted occasionally 
to correct the book and, while 
the book is not entirely per- 
fect, we find it sufficiently 
accurate for all practical 
purposes. 

The stock sheet furnishes 
more -reliable information 
than do the boys on the floor, 
for their attention is con- 
tinually drawn to the styles 
that ARE selling and away 
from those that are NOT sell- 
ing. The slow sellers are 
our real problem, and the 
“wide open spaces” on the 
stock sheet show just how 
slow a slow seller really is. 

This informatign is worth 
many times the entire cost of 
the system, for by watching 
it constantly we notice, the 
minute a shoe begins to slow 
up, and we apply a persuader 
in the form of a P.M., price 
reduction, or -special adver- 
tising long before the shoe 
becomes old stock. 


The Totals Sheet 


The totals sheet (Figure 2) 
is a summary of the weekly 
totals taken from the stock 


stock,” sheets, giving totals of stock 


on hand and sales each week 
for each price division as 
well as each material. This 





for the week are totaled at the bot- 
tom and the figure showing the 
stock remaining on hand is placed 
in the “stock” column. We find 
that these figures read more easily 
if written sideways rather than up 
and down. 

Notice how easy it is to see how 
the style shown in Figure 1 slowed 
up during February and March, 
how it picked up when the P.M. was 
applied on April 6, and how it 
dragged along later till it was re- 


sheet measures 12 x 21 inches. 
The “Turn Over Number” on the 
stock sheet (see Figure 1) indicates 
the material, and the following is 
our “Turn Over Number” list for 
this past season: 

Black Kids and Calfs 

Tans 

Patents 

Grays 

Satins 

Colored Kids 

Staple Oxfords 

Evening Slippers 


BNAOThwnde 
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Figure 1—This. is the Stock Sheet, the first link in the information chain. It shows the daily sales for each style over a 

period of two years and is compiled direct from the sales slips. At the end of each week, sales for the week are totaled 

at the bottom. of the column. Returns are indicated by dashes. This style slowed down during February and March, so 

a P. M. of 50 cents was put on April 6 (see lower right-hand corner of chart). Later it slowed down again, whereupon 
the price was dropped,.on July 12, to $6.95 and the number was closed out to the last pair 
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LE 
weekly seles x 62 + stock = pate of qurnover 


Figure 3—This is merely a_ table 
(shown above) devised by the Fontius 
Shoe Company to make it easy to com- 
pute the rate of turnover. To compute 
the rate of turnover of any particular 
number, first take the number in the 
top horizontal column which is closest 
to your actual sales for that week, 
and then run your finger down that 
vertical column until it is opposite the 
number in the left-hand vertical column 
which is nearest to your actual stock 
on hand. Figure 2, for instance, shows 
that there are 682 pairs of black kid 
shoes in stock and 48 pairs sold during 
the week of June 5. On your turnover 
chart, therefore, take the nearest 
weekly sales figure (which is 50) and 
follow down that column to a point 
opposite 700 (the nearest to the actual 
number of pairs on hand) and you find 
that the turnover rate is 3.7 


 —————————————————— 
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9 Whites 

10 House Slippers 

11 Felts 

12 Ground Grippers 

13 Miscellaneous 

This fall we shall merge grays 
with colored kids and use Number 4 
for patent, colored trimmed shoes. 
This sheet always has 4 spare column 
so that whenever any material be- 


comes sufficiently prominent we can | 


segregate -it immediately. . . 


can receive 
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Since our stock number indicates 
the price (Nos. 700 to 749 sell for 
$7, Nos. 1200 to 1249 sell for $12. 
etc.), it is simple, in making up 
these totals, to separate the pairs of 
each leather into the various price 
divisions, which for the present are 
as follows: 

$13 up 
$12 and $12.50 
$10 and $11 
$8.50 
-- $7 


For instance, looking at the Black 
Kids in Figure 2, the first column 
shows the stock on hand in each 
price division, the second column 
shows the sales that week at those 
prices, while the bottom line shows 
the total pairs of black kids on hand, 
the total black kid sales that week 
and the actual yearly turn over 
which would result if those figures 
were maintained each week during 
the year. 

The “Totals” column on the left 
shows the total pairs on hand and 
pairs sold in each price division for 





Figure 4—Shown below is the Budget 
Book. The top line shows the firm’s 
estimate of how much will be sold in 
dollars (at cost) and in number of 
pairs of each grade. The second line 
shows how much the firm feels they 
should receive during the month. Be- 
low the second line are listed the ac- 
tual purchases 
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the week, together with the resultant 
turn over rate. These sales figures 
are the ones upon which our buying 
budget is based. 

You will notice that the “totals” 
column does not seem to add correct- 
ly. This is because the grand total 
(11,882 pairs on hand and 842 sales 
for the week) includes not only the 
various price divisions, but also the 
house slippers, etc., which do not fall 
into any of these price divisions but 
add into the total nevertheless. 

Figuring the rate 
of turnover upon 
weekly sales was a 
long job until we 
computed our own 
chart (Figure 3). The 
vertical column on 
the left. represents 
units of stock on 
hand and the line 
across the top rep- 
resents unit sales per 
week. This chart ap- 
plies to any unit, dol- 
lars, pairs or cases, 
and every merchant 
should cut it out and 
preserve it, as it is 
the only one of its 
kind published. 

For example, to fig- 
ure the turnover on 
the black kids on Fig- 
ure 2 take the vertical (stock) figure 
nearest 682 (which is 700) and the 
horizontal (sales) figure nearest 48 
(which is 50) and the answer is 3.7. 
In case the problem you wish to 
figure falls outside the limits of this 

chart you may have to divide both 
numbers by 2 or 4 and then the re- 
sult as shown will be-correct. 

If the chart still confuses you, 
apply the following absolute rule: 
Sales per week times 52 divided by 
stock on hand equals rate of turn 
over per year. 

On our own books we mark any 
rate of turn over less than 3 in red 
to indicate danger, and all over 3 in 
green for safety. 

The Budget Book 

This is a book in which we record 
our purchases, listing them under 
the month in which they will be 
delivered. (See Figure 4.) 

The top line is our estimate of 
how much we will sell in dollars (at 
cost) and the number of pairs we 


during the month, and this differs 


from the line above according to the * 


month of the year, the condition of 
each stock as shown by the “Totals 
Sheet” (Figure 2), and the general 
trend of our business. 

We have come to the conclusion 
that it is inadvisable to try to keep 
our stock the same size the year 
round, finding it preferable to re- 
ceive less than we sell during the 
months of December, January, June 
and July, and then to receive more 
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kept in a standard. loose leaf binder 
which slips into the pocket and ‘is so 
convenient to carry and refer to 
when buying shoes. | 
The Picture’ Book is invaluable 
on buying trips as it gives all the 
necessary information in very con- 
densed and handy form. At such 
times a miniature Budget Book is 
carried in the front of this same book 
so it is always at hand. 
Many have admired our Picture 
Book but have insisted it was im- 
practical for them be- 
cause they cannot 














Mla of land Sif 7é_ draw. Rot! Anyone 
Lae hehe LI Lbl who will spend an 
sn Fs “og _ hour a day for a 
ue —e couple of weeks can 
As £ a = alter the printed out- 


line sufficiently accu- 





rate to answer the 
purpose. 
Naturally any 

budget system that 





fits one business must 





be altered to suit a 





business of different 








Figure 5—This is the Picture Book. Purchases are listed on these 

little loose leaf sheets as they are made and the pattern is traced 

in over an already printed rough outline of a shoe. Confliction in 
patterns is prevented in buying by a glance at these sheets 








than we sell during March, April, 
August and September. On that 
basis the “can receive” amounts are 
estimated. 

We pay a great deal more atten- 
tion to pairs than to dollars and 
cents. If you buy the right number 
of pairs in each grade, your amount 
in dollars and cents will not be far 
wrong. « 

Below on this page each purchase 
is listed as it is made so that we can 
tell just where we stand at all times. 
We find that in our women’s depart- 
ment we have to allow from $1,500 
to $2,000 each month for pick ups of 
stock shoes, rubbers, house slippers, 
etc., during the month, so we try not 
to be entirely bought up by the time 
the month begins. Such purchases 
naturally appear in the cost column 
but not under any definite price 


type and volume, so 
the figures. quoted 
herein do not repre- 
sent our own actual 
sales and purchases, 
put are chosen to il- 
lustrate: the system 
used and the results 
obtained. 


Following the Budget 


In setting out to follow. a budget 
of this kind you will find that your 
pairage allotments for some months 
will seem entirely inadequate to 
cover the styles you figure you must 
have. The temptation is to indulge 
in a burst of enthusiasm which 
winds up with the hopeful prophecy 
that if you buy twice as much you 
will sell twice as much, 

Maybe you will. The more likely 
result is that about three months 
later you will find an overstock of 
old shoes corresponding to your 
excess hopefulness at that time. 
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THE RECORDER CREED: Getting 
More:Shoes Sold Right; not only “more” 
but. “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great problem of the retail 
shoe merchants. The chief purpose of 

. “The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
on leather, their production and distri- 

tion. 








The Real Style Experts 


IND those reputable shoe merchants who run 
their business continuously at a satisfactory 
profit without piling up troublesome ‘ quantities 
of odds and ends—and you have found the real 
style experts! sion 
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Not very much does it matter what grades of 
footwear they sell, what classes of trade they 
cater to, or what sizes of communities they serve. 
They prove their style-expertness by their ability 
to sell at adequate profit the kind of styles their 
customers want, and by their ability, in so selling, 
to escape the withering blight of unsalable stock. 

In the shoe business Style the Whim is giving 
way to STYLE THE SALES-MAKER! Real in- 
telligence in picking styles for shoe stores is rapid- 
ly becoming synonymous with the ability of buy- 
ers to thread the tortuous way through the myriads 
of “new fashions” continually being hurled into 
the shoe market and to select those models that 
are fundamentally practicable, attractive, season- 
able, appropriate, eminently desirable to wearers, 
and, above all, salable in volume! 

To meet these inescapable conditions of genuine 
style-excellence involves no sacrifice of true cre- 
ative fashion-skill, no lessening of justifiable com- 
petitive effort, no abandonment of the elements of 
beauty, symmetry, charm and cleverness that have 
given American-made foot-coverings incomparable 
character. 

On the contrary, the correct merchandising of 
worth-while shoe styles can be made to replace 
with a solid foundation the highly insecure struc- 
ture of flimsiness and unlovely ‘“frothiness” on 
which far too many of today’s so-called “new: 
ideas” in shoe fashions are perilously poised—to 
the great financial danger of those merchants who 
do not yet understand how to buy and sell. them. 


Your. Vote Will Do It 


MERCHANT was indulging in that great 
indoor sport of “Roasting the Politicians,” 
and complaining of high taxes. 

“My rent has been raised again,” he said. “The: 
landlord tells me his taxes have been increased’ 
to such an extent that he must have more income 
from the property to break even. My own taxes 
have been boosted again. My home property has 
been steadily increased on the tax list until I can’ 
scarcely afford to live in it. If things go on as 
they aré I will have to sell miy’: homé and live in 
a rented house, or flat. It.is about all I can do 
to make expenses, let alone make profits.” 

“Colonial America ‘went to war with the mother’ 
country’ over taxation. We modern Americans’ 
seem to be spineless,” he continued, “Some of 
these days we will see a revolt against taxation 


that will astonish the world.” 


'. The writer asked the heated individual if he 
had registered and voted at the primary election.: 
Rather indignantly he answered: “‘No, I did not. 
There is no use of a decent citizen’s trying to change 
things. We business men have no time to mix into 
polities.” : oF! Cry, ge Tat epee dy 
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And, right there the merchant gave the best 


kind of explanation for the bad situation in 
politics. “Decent citizens,” feeling: that there is 
no use trying to change things. “Business men” 
having no time to mix into politics. 

Declining to register and vote. Failing to do 
their duty to their state, city and locality. Sub- 
mitting to the domination of the political bosses 
without protest at the polls. And, worst of all, 
talking of revolts! Comparing modern Americans 
with the Colonials! 

A fine lot of liberty lovers! Too lazy and in- 
different to turn out on election day. Slackers and 
whining cowards! : 

Don’t talk about taxes and political bosses if you 
don’t vote. 


Sell More Pairs Per Style 


ORE than ever before, the retail shoe busi- 
ness today needs stock-buyers who can scent 
the danger lurking in the purchase of a few pairs 
each-of the many superficial, impracticable style- 
ideas that monotonously drip from the overworked 
pencils of unskilled designers feverishly seeking 
merely “something new.” The business needs 
more buyers who sometimes, at least, think of the 
cash register first and the display windows 
second. 

Is there—or should there be—a shoe dealer in 
the land who needs to be reminded that store 
shelves full or even partly full of the latest whims 
in shoe fashions spell his ultimate financial dis- 
aster if he does not sell them out cleanly? ; 

Is. there a shoe merchant anywhere who does 
not realize that his customers, his banker and his 
manufacturers are kept happier and appraise his 
business ability higher if he so wisely limits his 
lines of shoes that he can carry a quantity of each 
large enough to enable him 
to fit and sell the maximum 
number of consumers with- 
out left-overs? 

The orderly and enter- 
prising creation of new 
fashions in footwear is a 
natural function of Amer- 
ican shoe manufacture. It 
should never go stale—and 
never will. The marketing 
of those new fashions to 
consumers is part of the 
life’s blood of American 
shoe . merchandising—and 
always will be. 

We conceive it to be both 
a function and a duty of 


merchants make .money. 
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We do this in many ways. One of them is by 
knowing and expounding true style in shoes. 
Another is by understanding and exploiting the 
sound principles of merchandising at a profit. 

Our facilities for rendering this service are un- 
equalled. Today’s unsettled conditions in the 
world of shoe-style seem to require—more than 
ever before, perhaps—that we courageously render 
it. 


Fewer.-Children Walk Out 


OU merchants who do not believe in handling 

children’s shoes—think this over. How many 
prospective customers walk out without buying 
each day? How long does it take to make an 
average sale of women’s shoes? Is the buyer of 
“Style Stuff” easy to please? Then give a little 
consideration to this fact: If you have a good 
line of children’s shoes and build up a reputation 
for fitting and real service, your sales will be just 
ten times easier. Fewer “walkouts” are noted. 
When a mother brings her child into a store for 
a pair of shoes she wants shoes for that child. If 
the store has the right stuff to offer her the sale 
can be made quickly and profitably. Compare 
the time used in selling and you will find that the 
children’s shoe business has the best of the argu- 
ment. 

+ * 


T the last general election in the United States 
less than 55 per cent of those registered par- 
ticipated in the balloting, while of those eligible 
for registration and voting only 49.15 per cent 
voted. The percentage of men was 56.25 and of 
women 40.74. Truly a fine situation! After all 
the talk and clamor of women for their “rights” 
less than one-half of them vote after registering! 
The men are little better. 
These non-voters ‘are tlie 
loudest in condemnation of 
“rotten politics” and high 
taxes, “ag 





. “Applause” and “Apple- 
} Sauce” are so much alike 

that the average alii 
| speaker is unable to differ 
-entiate. J #4 
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There are seven forms of pictorial composition which may he 
followed in window trims, three of which are shown on these pages 
as successful types of the “Circle,” the “Triangle” and the “Scales” 














The Circle Form of Construction Shown 
in Saks 5th Ave. Store Window Below 


Authorities say that, when a scene is 
observed that naturally fits a frame 
and we find ourselves gazing first at 
one object and then at another and re- 
turning again to the first we may be 
sure it will make a picture.” 

That is something to follow, and the 
diagram here presented brings this 
form graphically to view. Lay the 
foundation of the window and then let 
nothing interfere with the line of 
beauty. 





































Another “Circle” Window 


The Queen Quality Boot 
Shop window shown above 
can be interpreted as. in 
the accompanying dia- 
gram. The figure, the 
heavier color shoes 
grouped about it focus the 
eye. There is nothing that 
will divert. the eye, al- 
though there até other ‘Ob- 


- Jeets on display. “ 
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Opf GOOD STORE WINDOWS 


Making it easy for the eye to travel over the window is a difficult 
art, and therefore desirable. There are two schools of window 
trimming, the “full’’ and that of the “restricted quantity.” 


The “Scale” Form of Balance Admir- 
ably Demonstrated in Window Below 


The diagram here is of the French, 
Shriner & Urner window, photograph 
of which is below.. A mirror is always 
an excellent medium for “enlarging” a 
window and in this case it is used as 
the “post” for the “scales.” 

In a window of this type the word 
balance, must be followed in letter as well 
as spirit. Witness the bouquet to the 
right of the mirror as you look into the 
window and then see the hosiery draped 
over the left-hand pair of shoes as 
against no hosiery on the right-hand 
pair. 


The “Triangle” Window 
Shown Above 


The Regal Shoe Store 
window presents a perfect 
“Triangle” . composition. 
There are shoes outside 
the shape of the triangle, 
but they are white shoes 
and do not conflict. The 
eye naturally covers this — + 
window step by step. : 
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How to Crebte Good N ewspaper 
_ Advertising 


HERE has been much argu- 
ment concerning the position, 

| or part of the newspaper in 
which the advertisement should ap- 
pear. Some shoe men say that men’s 
shoes have a better chance of being 
read if they appear on the sports or 
baseball page. Women’s shoes, it is 
claimed, have a better showing in 
the society section or woman’s page. 
The writer believes it is largely a 
matter of the attractiveness of the 
advertisement, If the ad is “eye- 
compelling” it will get attention al- 
most anywhere in the 
paper. To be sure 
there are choice po- 
sitions in every news- 
paper. The publish- 
ers ask a higher rate 
for them, too. If you 
can afford to pay a 
surcharge for po- 
sition all right—do 
it. But if you cannot 
afford it, make your 
advertisement of such 
striking character 
that it will stand out 
on the page like a 
light house in a fog. 


EWSPAPER 

men are human 
and appreciate good 
treatment, just as 
you do. Frequent in- 
sertions, good copy, a 
well-planned c am - 
paign, carefully ex- 
plained to the pub- 
lisher, will get his 
cooperation. Tel 1 
him what you are 
aiming to do. Ask 
him to treat your ad- 
vertising the best he 
can. In most instances 
he will see that you 
get fair treatment in 
position. If you 
grouch at him he 
will, very humanly, 
give you what he 
gets. : 





Last of a Series 
By R. L. Prather 


Position at the top of the news- 
paper page, on the right hand side, 
with reading matter alongside, is 
considered the best. The right hand 
page is undoubtedly the best, and 
the third page is excellent. But 
if you cannot get that position, then 
take “run of paper” and request the 
best the publisher can give. De- 
mands never got this writer any- 
where with a newspaper man. 

In sending out millions of lines 
of advertising copy on women’s 
shoes this slip was always attached 





A full newspaper reproduced to show that a shoe advertisement 
cecellonce of the layout and’ the’ simple to be se 
excellence of the 


en. In this case the 
cn ns > SE, thes 5 mt 


to the order: “It is requested that 
this copy be placed on a page of 
interest to women, and that it be 
placed on a page containing nothing 
offensive to women.” That request 
usually did the work. When a news- 
paper ignored it there was always an- 
other time to penalize the publisher. 

Let us get down to brass tacks and 
sum up the whole matter in a few 
words: 

Advertising is an investment. It 
is intended to help a shoe merchant 
make money. It may be made an 
expense and a loss of 
money, unless it is 
given thought. Right 
here, _ emphatically, 
we say that the shoe 
business needs more 
THINKING. 


-F you would have 
your advertising 
show a profit, rather 
than a loss, you must 
think it out. Give it 
-as much attention as 
you do your buying 
and stoeckkeeping. 

Go into your office 
and lock the -door. 
Sit down and THINK! 
Plan a campaign of 
advertising. just as 
you plan a campaign 
of selling. Make up a 
program. Havea 
well-defined plan. Lay 
out.a schedule. Plan 

' and write your .ad- 
‘vertising as far 
ahead as possible. Set 
aside a certain 
amount of time to de- 
vote to advertising. 

One good method of 
planning advertising « 
is to make up a‘cal- 

‘ endar. Take any cer- 
tain month and 
- THINK ‘what you are | 
going. to do that 
month. What are you... 
going ‘to: sell in that»: 


. 
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month? How is your stock? -What 
must you push? How much money 
can you expend to sell those shoes? 
Then take the next month and work 
it out the same way. 

Let us say, for example, that you 
find an accumulation of white shoes 
in the latter part of June. They 
must be sold. How much can you 
pay the salesforce in the way of 
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mind. If you do a little thinking 
you can sit down and write a series 
of advertisements that may be al- 
tered slightly at the last moment if 
need be. 3 
“Most Important! Do not under- 
take to write advertising copy in a 
hurry, in a worry, in a time when 
you cannot pin your mind to the 
subject. Have a time for advertis- 
ing just as you have a time for 











people may not be in the mood for 
reading or responding to advertis- 
ing. You have to work by the law 
of averages. You know that a good- 
looking advertisement will average 
to be read by so and so many peo- 
ple. That is about all you can say 
for it. Once printed the advertise- 
ment is “in the lap of the gods.” It 
may pull like a caterpillar tractor 
or it may. bring only a few scat- 


P.M.’s, to sell them? How much 
can you spend to sell them 
through advertising? Take 
a certain percentage of the 
reduction you might ordi- 
narily make, per pair, and 
put it into your advertising 
budget. If it is 1000 pairs 
and you can cut the price 
50c. a pair, take 25c. a pair 
for advertising and you will 
have more money for adver- 
tising than you will need. 
Add the other 25c. to your 
P.M.’s and you will find those 
shoes moving like a house 
afire. 


HAT is a pretty good 
rule to apply all along the 
line, 

Good advertising is never 
done on a hit or miss plan. 
There must be a reason for 
every advertisement. Every 
dime you put into newspaper 
space should have a definite 
destination. It is going to do 
a certain thing, arrive at a 
certain place. 

In every store there is a 





f Advertising’s Ten Commandments |] 


1—Have an understanding of advertising and 
know what it means and what it accomplishes. 

2—-Think and have a plan before you begin. 

3—Determine to play it straight across the 
board without faltering or hesitation. 

4—Play the game according to the rules and 
maintain a high standard for truthful state- 
ments and fair dealing. 

5—Use plain words and understandable lan- 
guage. 

6—Dress your advertising in decent apparel. 
Avoid careless appearance as you avoid it in 
your own dress. 

7—Be diligent and wide awake at all times 
and know what is going on in the shoe world. 

8—Do not put it off and wait until the last 
minute to write copy. 

9—Hold fast to your plan and de not be 
tempted to change or try new and strange 
methods. 

10—Devote as much time and thought to the 
matter of advertising as you do any other part 
of your business. 
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nerve and refuse to be ex- 
































tered sales. One thing you can 
bet your bottom dollar on, 
however, and that is the 
prestige that ensues. Every 
time your advertisement ap- 
pears in print your name and 
your store become better 
known to the public. 


HERE may be a tempta- 

tion to run wild on adver- 
tising at certain times. Some 
other merchant with a big 
stock on hands and heavy 
payments to make may start 
a big campaign and fill the 
papers with advertisements. 
Don’t stampede just because 
the other fellow is frightened. 
Stand pat on your own needs. 
You may be sitting pretty and 
doing all right. Keep your 


cited by the newspaper man’s 
urging. He is in business to 
sell more space and he will 
sell you more than you need, 
unless you are careful. 





weak spot that needs bracing 

up. Advertising will do it. In 
every stock there are shoes that 
hang fire. Advertising will pep 
them up. If sales on men’s shoes 
are slow, increase your efforts on 
men’s shoes and put a little more 
advertising power behind them. If 
women’s shoes are going along all 
right, put the advertising money 
behind other lines that are slowing 
up. ‘ 

If certain days are slack, if people 
do not come down town to shop on 
Tuesdays, bring them down with an 
advertisement. You can level out 
the high spots and low places in your 
sales by proper advertising. 

There are no longer any seasons 
in the shoe business. Every day is 
a new day. Every week is a new 
selling season. Here is one thing 
the writer has been saying to shoe 
merchants for more than twenty 
years: 

“Don’t wait until the printer asks 
for copy to do the writing of that 
copy. Have it all ready days before 
he asks for it. Write it weeks 
ahead of time and get it off your 


sweeping the store, trimming the 
windows, or doing any of the ‘store 
chores.’ 

“Few men can do a constructive 
job of thinking in the store when 
interruptions come every few 
minutes. It is better to hide away 
when you write. Take your adver- 
tising into a silent place and con- 
centrate on it. Let nothing else 
interfere. Suffer no interruption. 
If you do that you will do a good, 
profitable job.” 


| 
| 







New Way of Pushing Short 
Lines 

All around the top of the 7-ft. 
high shelving of the Brownbilt 
Shoe Store in Reno, Nev., are set 
nicely formed samples of the store’s 
short lines. By having these shoes 
out on parade, so to speak, look 
ing their. best, customers that like 
the looks of a pattern often ask for 
it, not knowing or caring if it is 
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Business Is Good 


American Bankers in Annual Convention Comment on 
Prosperity and Predict Its Continuance 


EAMS of statistics could be gath- 
ata ered to show just how good busi- 
wa ness is at the present time, but 

~#} more human testimony to this 
fact came out at the opening of 
the fifty-second annual convention of the 
American Bankers’ Association at Los 
Angeles last Monday. There was gathered 
the cream, and the less rich, but still nour- 
ishing milk of American bankerdom. The 
bankers were highly pleased at the course 
of current business and optimistic about the 
future. Bankers are among the most con- 
servative people on earth. Their business 
makes them so, yet some of them waxed en- 
thusiastic upon American prosperity and 
indications of its continuance. 


* * * 


rYWNHE one striking point about the state- 

ments of these bankers on the business 
situation, is that general business for 1926 
so far has exceeded expectations—that 
prosperity has continued for such a length 
of time as to become almost commonplace. 


* * * 


IEWS of the bankers were epito- 

mized in the following statement given 
out by Oscar Wells, president of the asso- 
ciation, before the opening session: “Some 
surprise is perhaps felt that business activ- 
ity in the United States is continuing at so 
prosperous a level for so long a time. Gen- 
eral business opinion of the early part of 
the year expected: contraction of a more 
or less serious sort before the end of 1926 
and even the most optimistic did not ex- 
pect this year to surpass 1925 in the voi- 
ume and vigor of its business activity. © To- 


day, however, the concensus seems to be 
that business will continue at a satisfactory 
rate throughout the rest of 1926 and that 
when the records for the twelvemonth are 
complete it will outrank even the record 
year 1925 and stand as the most prosperous 
in the nation’s history. 


* * * 


66 BF these expectations are fulfilled it 

will constitute a striking verification 
of the belief that conditions have developed 
that tend to relieve the United States of the 
violent contrasts in the business cycle that 
seemed formerly to doom it to alternate pe- 
riods of prosperity and depression. -We 
doubtless now pursue a more equable course 
because of better economic management in 
many respects. We have better currency 
and credit management through the Federal 
Reserve. We have better production and 
distribution management in our industries 
which are able to keep closer watch on the 
demand side of their markets and control 
supplies accordingly. We have better in- 
ventory and merchandising management, 
made possible for both manufacturers and 
distributors of all kinds by efficient railroad 


_ conditions which enable them virtually to 


eliminate speculative purchasing from their 
operations and coordinate their stocks 
closely with the volume of their sales. We 
also have better employment management 
which by the aid of economic manufactur- 
ing methods is able to pay high wages and 
also reduce seasonal fluctuations in manu- 
facturing schedules, resulting in steadier. 
year-round employment and sustained buy- 
ing power in the hands of the public.” 
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Home-Made Display Fixtures 


iat 


aay 


Above are shown two display fixtures which can be made by anyone who has some good stiff cardboard and a 
sharp knife or big shears. The one at the left is merely a piece of cardboard about 15 inches wide and 18 or 
20 inches high. The arched “entrance effect” is cut out complete except at the bottom, where it is scored and 
folded back, resting on a shoe carton. The legs are merely strips of cardboard attached to the back of the easel 
by adhesive tape. The one at the right is slightly more complex, as the legs, a side view of which is shown, 
must be cut from separate pieces of cardboard. The portion of the leg projecting through the shoe rest forms 
a place to hold the heel. One shoe is used in the left-hand display—a pair on the other. The panel is solid on 
the right-hand fixture and can be lettered with any desired message. The displays can be painted any color. 


Sean ee 












































. ° seven girls wore that size, and one 
Cinderella Contest Builds a out of this number was judged by a 
P Li . local foot specialist to be the owner 

of the most perfect feet. * 
rospect ist The big point is that these 350 


girls who wear small sizes came in 
the store and had the size of their 
feet recorded, together with their 
school and home addresses. From 
Andrus’ point of view, the contest 
told him definitely the number of 
possible customers who wore small 
sized shoes, thus allowing him to de- 
velop that trade to its fullest extent. 
It also gave him the exact sizes 
worn and a valuable mailing list. 

This is a woman’s shoe shop, just 
as the name implies, catering to the 
college and high school trade. Let- 
ters are sent to the college girls be- 
fore they enter, telling of the ad- 
vantages of shopping here, so when 
Miss Freshman arrives she knows of 
the Cinderella Shop. 

Sorority house rules state that no 
soliciting or showin ; 
merchandise is allowed : —— 
fectly all right too, but that doés not 
j . hinder Mr. Andrus from suggesting 

HERE are 350 women in Bloom- rate, for L. M. Andrus of the Cin- to some sorority leader that perhaps 

ington, Ill., who wear size 4B or deérella Booterie knows. she could make her selection better 
smaller. Bloomington has a popula- §_ He found out by holding a Cinder- if half a dozen pairs were seat to her 
tion of 40,000. That seems like a re- ella contest.” A pair of 3A shoes house. There is nothing in the rules 
markably large proportion of small was exhibited in his window with a that compels this young lady to do 
feet, until the explanation is made placard saying that these shoes her selecting privately, without the 
that there are 3500 college girls liv- would be given to the most perfect combined help, ‘suggestion and ad- 
ing there. These figures are accu- foot that the shoes fitted. Thirty- miration of my 
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Brilliant Style Show Feature 
of Brockton Fair 


Brockton Fair Shoe Style 
Show was a colorful event, 
with brown the keynote. Its 


atmosphere was one of autumn 
woods in golden October sunlight; 
of the picturesque Old Colony Shoe 
District, with its Cape Cod Wind- 
mill, a fac simile of the oldest one 
in the country, flashing forth 
footwear fashion to the world 
from each of its four arms; 
of rustic paths and “Ye Lit- 
tle Olde Cobbler Shop” by 
the side of the road; with its 
historic shoe tools and other 
fittings furnished by Rice & 
Hutchins, Inc. 

The models, seven in num- 
ber, came out on the 300-ft. 
runway through the door of 
a log cabin, situated in a 
grove of tall white birches. 
The painted screen, just in 
front of the cabin, showed, 
in addition to these trees, 
flowers and foliage in soft 
yellows, greens, reds, browns 
and the* blue haze which 
hangs over woods and fields 
in the fall of the year. 

Ye Olde Cape Cod Wind- 
mill, brilliantly lighted, was 
wide enough so that the 
models could pass through it 
two abreast. It was the cen- 


1926-1927. The little folk concluded 
their style show at five, and at five 
minutes past-five until 8 P. M., with 
no waits, the most interesting and 


Three attractive models who displayed shoes at 


the Brockton fair 





ter of the display and flung 


tions, in which shoes worn by the 
collegiate type, the middle aged 
man, and the conservative man were 
featured. Six shoes were suggest- 
ed as the correct wardrobe for the 
well-dressed man—two for dress; 
two for business (tan and black); 
two for sport. Brown, gray and 
blue in suits predominated, 
in the order named. The 
ten men’s models. also 
showed their apparel on the 
runway in this order of 
prominence. The men fea- 
tured tan and black shoes 
in the proportion of about 
50/50. There were several 
12/8 heels shown on the run- 
way—men’s heights in this 
direction ranging from 4/8 
up to 1% inches. 


HE children featured 

sport costumes of Jersey, 
in woven checks, plaids, and 
wool rep in wood browns, 
chanel red, burgundy, and 
tan, worn with oxfords in 
light blond shade of calf, 
with simulated crocodile ap- 
pliques, on vamps and quart- 
er, and high fleur des lys 
pointed and paneled tongues; 
shoes showed half rubber 
heels and silk laces with 
tasseled ends. These shoes 








out, with each of the revolu- 

tions of its big arms, forty footwear 
style messages. Each of the arms 
was divided into ten sections, each 
containing a shoe, which showed 
to the best advantage under the 
numerous multi-colored electric 
bulbs running along the shutters. 
These shoes were furnished by 
the George E. Keith Company, and 
were representative of the shoes 
of the _ exhibitors. Practically 
every model on the boards has 
shown at the Brockton Fair Shoe 
style show since its inception, six 
years ago. Chosen from the 
Brockton and Old Colony District, 
they know and take a real pride in 
displaying to the best advantage 
products they present to the public. 


HE children came first on the 
program, at 4 o’clock and dis- 
played the most approved ensembles 
from top to toe for fall and winter 


the snappiest men’s and women’s 
shoe style shows of all the many 
fine ones that Brockton Fair has 
ever produced, took place. 

The intensive runway program 
was an innovation with this year’s 
event. It allowed a definite time 
for the inspection of the many ex- 
hibits in the attractive spaces about 
the spacious hall and under the 
runway before the show started. 
The orchestral music was of a high 
character; the booths were ar- 
ranged very attractively. 
large booth of George E. Keith Co., 
with its twelve-foot canvas depict- 
ing a Cape Cod Coast scene, was 


‘the background of a summer porch 


effect, on which a few pairs of 
footwear were displayed. 

Next to this booth was the large 
booth devoted to a “Men’s Style 
Show Exhibit.” This booth, 18 feet 
long, was divided into three sec- 


The: 


were also worn with fur 
trimmed coats in velvet, of suede 
velour, in novelty plaids, and 
broadcloths, in the colors of car- 
mine, valencia, glow, green, and 
tan. Dance frocks in pastel shades 
were worn with one-straps to match. 
The afternoon dresses were worn 
with black patent, or black satin, 
or black velvet straps, or eyelet 
ties. Jack Sandler had charge 
of the shoeing of the children’s 
models, and of the hosiery for the 
entire show. 


HE little tots of three years 
to six wore, for the most part, 
patent leather one-straps. A nov- 
elty in a three-scene Mother Goose 
boudoir boot made a sensation. 
Among women’s shoes shown 
were gold kid pumps with high 
heels, with gold and blue buckles; 
silver kid pumps, ornamented at the 
throat with a buckle made of 
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mother of péarl studded with three George E. Keith Company, Lon- 


large raised pearls, and mother of 
pearl cheels studded with rhine- 
stones; black patent leather pump, 
with high heel studded with rhine- 
stones; lavender satin pumps 
with a gold and rhinestone 
buckle and gold rhinestone 
studded high heel; black satin 
straps, high heels; a blue kid 
strap model; one-straps in 
sand’eolored kid, brown suede 
trimmed; black calif oxfords, 
with a collegiate effect; black 
kid pumps, buckle trimmed. 
The shoe firms which dis- 
played on the runway were 
the M. N. Arnold Shoe Com- 
pany, North Abington; 
Brackton - Co-operative Boot 
&. Shoe Company, Brockton 
Shee Mfg. -Co., Churchill & 
Alden Company, Conrad 
Shoe Company, L. A. Cros- 
sett Company of North Ab- 
ington, W. L. Douglas Shoe 
Company, Doyle Shoe Com- 
pany, C. A. Eaton Company, 
Field & Flint Company, How- 
ard. & Foster Company, 


hits. 


don Character Shoe Company, C. 
E. Lynch Shoe Manufacturing Com- 
pany, A. Freedman & Sons, Inc., 
M. A. Packard Company, Bion F. 


The Four Hurley Dancers, of the style sh 
They were trained by Miss Moliy F. 


Hurley of Brockton 
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Reynolds Company, Union Shoe 
Company, Schwarz, Ruggles, Inc., E. 
E. Taylor Company, Thompson Bros 
Shoe Company, Stacy Adams Com- 
pany, Emerson Shoe Company of 
Reckland, J. E. French Com- 
pany of Rockland, Hurley 
Shoe Company of Rockland. E. 
T. Wright & Company, Inc., of 
Rockland, Rice & Hutchins, 
Inc., of Rockland and Boston, 
Richards & Brennan Com- 
pany of Randolph, Regal Shoe 
Company of Whitman, Leon- 
ard, Shaw & Dean of Middle- 
boro, Stetson Shoe Company 
of South Weymouth and 
Whitman & Keith Company. 
(Where no city or. town is 
mentioned Brockton is under- 
stood.) 

The “Style Shoe Committee 
was headed by John S. Kent, 
president of the Brockton 
Shoe Manufacturers’ Asso- 
ciation, as honorary chair- 
; man, with Frank E. Packard 
ow as acting chairman. William 
B. Nash served as the Style 
Shoe director. 








Red Letter Sale Gets Results 


When You Cut Prices, Try This 


WO or three times a year, S. N. 

Wolbach Sons of Grand Island, 
Neb., hold a Red Letter Event, that 
for a resulé getter is a wow. The 
idea was developed by Buyer H. M. 
Steidley..and, he has it working to 
the queen’s taste: By this method 
he can pull off a private sale at any 
time that he feels it is advisable, 
not disrupting his department in the 
least, 

Now this is a red letter event in 
every sense of the word for the no- 
‘tiees that are sent out are printed 
on scarlet paper, with red envelopes 
to match. Short lines are offered 
as follows: 


‘\ PURCHASE of any $5.85 grade. 


A, ‘shoe entitles the customer to 
seléct a pair of equal value, free. 
With a purchase of a $7.00 grade, an- 
other pair may be had by the pay- 
ment of fifty cents, a second pair. of 
$8.50 shoes eosts one dollar more a 


the second pair of the $10.00 shoes’ 


costs @ dollar and a half more. 

This sale lasts: only three days, 
with .no mention being made in 
either hewspapers or windows. Most 
of the customers seem to get quite 
a kick out of this private sale idea, 


as we all do over something secret. 
Two tickets, which are also scarlet 
in color, are enclosed in each letter, 
one being for the person to whom 
the letter is addressed and the 
other for a friend. No special prices 
are given unless the customer pre- 
gents one of these red tickets. 


HE names and addresses are 
taken of all those who respond 
to the letter. The names so obtained, 
form the mailing list for the next 
event. If a customer does not re- 
spond to the letter, her name is 
automatically removed from the list. 
As this is known, women who for 
some reason or other, do not wish 
to buy, will phone or call at the 
store, asking that their names be 
kept on file. This insures a good 
active list to which this particular 
form of advertising will appeal. 
Typical of these Red Letters is 
_which was sent out February 1 
-which reads as follows: - 
“This Red Letter Event tells how 


oily gel arity Page a 
pair for 50 


pers FREE, a E 
“an $8.50 pair for $1.00 and a $10 
pair for $1.50, 

“We have gone through 


g 
E | 


grade stock of women’s shoes. and 
labeled lines tn which we do. not 
have a complete run of sizes—about 
1000 pairs in desirable materials and 
sizes. 9 
“During this Red Lette, Event, 
which takes place Tuesday, Wednes- 
day and Thursday. (Feb. 2, 3“and 4) 
in our Main Floor Shoe Department, 
you can purchase one .pair atthe 
regular price and select the second 
pair free or for a small sum, as fol+ 
lows: s ee 
“Purchase a -$5.85 grade—select 
a second pair of equal value; free. 
“Purchase a. $7 grade—select a 
second pair of equal value for 50 
cents.’ 


“Purchase an $8.50 grade—select 
a second pair of equal value for 


$1.00. Seared 

“Pp, @ $10.00 grade—select 
a second pair..of equal value for 
$1.50. ‘ iy. SeRFae 
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he largest— 
begins 


September! School doors. opening. An army 
of twenty-five million American boys and 


girls mobilizing. . Eager volunteers, 

carefree adventurers, unwilling conscripts 

all surging schoolward. Strenuous ‘days 
ahead for the shoes they wear! 

Ir tsariastonishing fact that of 10§ 000,000 

pairs of boys and girls’ shoes purchased 


yearly by American® households, 15 mil-: 


lion are Endicott-Johnson shoes. - One 
pair in every 7! It indicates that millions 
of parents have discovered something un- 
usual in these shoes. Long wear and out- 
standing value are what they've found! . 
Product of a remarkable organization 
Putting durability and unusual value into 
Endicott- ‘Johnson shoes begins long before 


ined most 
its annual 


the shoe is , a sole is cut ora 
stitch is made, Fe goes back 2 the pe 
ciples upon which this great “Industrial 
Democracy” of shoemakers operates. 


Nowhere such an unusual working arrange- 
ment. between employer and employee.- 
Nowhere such incentives toward good 
w . Here every one of the - 
17,000 has a partner's pride in 
his product; an interest far greater than 
Bags: visio any whoopee You benefit 
. better shoes, lower cost. 


#2 ‘Disitie leather; texted. shoes 


~But that isn’t all. The Endicott-Johnson 


shoes you buy are the product: of thirty- 
six years’ experience. We have studicd 
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principally in the quality of the outsole. 
have ‘bend’ outsoles. The balavice of 
les, counters and heels. These shoe- 
pecially important in shoes for growing 
greater er durability is ga in, 
average grown-up. -—Groace HENSON, 
a Corporation. 


This two-page decisis Re S: in two 
colors, in The Saturday Evening Post cf Szptember 
_ 11th, Also in one-page and half-page adabtations 
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lovable—army in the. world 


attack on shoes 


a ia Si cama ar te 


~ were never studied before. We buy 
leather “raw”; tan the hides ourselves— 
“by processes we know produce better, 
stronger, finer leather. We test each type 
of leather; make sure it is right and the 
very best quality for the purpose intended. 
We put “bend” outsoles in grades of shoes 
in which. “flanks” and “shoulders” are 


usually used. Not only better leather, 
but we use more leather, heavier thread 
and stronger linings than you'll. usually 4 


“ find in shoes of similar price-range. 


We ‘even test shoes—put sore 


i bsikrniagareitaes sb emE = P one 
renee Ha Improve them Wherever we 


aot Host 








Complete stocks carried 


THE THIRD DRIVE 


in the great advertising campaign om | 
Endicott-Jobnson shoes for boys and girls 


HAS. .STARTED 


EnpicoTt-JouNnson advertising is one of .the 
really big things in shoe advertising history. 
Unique in its presentation, Huge in its pro 
portions. Widespread in its scope. It covers 
every community. It is a direct, : 
salesmaker for every retailer handling Endicott- 
Johnson shoes. 

The fall line is the shappiest that has events 
meagan, ATE 
Have you our fall 

ENDICOTT-JOHNSON 
Makers of shoes for the whole family . 


Endicott, N. ¥.— City,.N. J.—St. Louis, Mo. 
Fei a ones 
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can’t resist 
trying them 


B Tid of Zip-On Leggings for children on 
your counter during the fall and winter 
months catches the eye of every woman who 
enters your store. They can’t resist trying the 
Hookless Fasteners for themselves. They are 
delighted with the ease with which these sturdy 
leggings are put on—just a pull on the Hook- 
less Fasteners and they’re on! 


It is easy for shoe stores and shoe -depart- 
ments to make a double sale, extra profit. dur- 


ing these months. .The mother who comes in 


for a pair of childfen’s shoes is the logical 
purchaser of a pair of Zip-On Leggings too. 
It pays to put these attractive, time-and- 
trotible-saving leggings where she can see and 
try them. Show them to every woman who 
asks for children’s shoes. 


Made of Waterside Corduroy and Waterside 
Suede Like—as Well: as Jersey Cloth and 
Moleskin—Zip-Ons will please your most 
fastidious customers. 


The Hookless Fasteners can be 
bent double — twisted—without 
injury. The most strenuous 
play cannot harm Zip-Ons. 


LEGGINGS 


’ Howerr & Hocxmeyer C€o., Fifth Ave., 


Cor. 26th St., N. Y. Sales Agents 
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Be The Dealer 
» To Sell 


ONT 
Horsehide Shoes 





ERE is an opportunity for 

H wide awake merchants to 

steal a march on competition. 

As a Wolverine dealer, you have several exclusive 

advantages in your line that give you a strangle 

hold on work shoe business; that will enable you 

* "Syeemem your present work shoe sales consider- 
ably. 

Wolverine Work Shoes alone are made of all 
Horsehide shell Cordovan leather—the strip taken 
from the horse’s hips — the 
No. 785 —il- | eather acknowledged by authori- 





lustrated above. 














Russet 

Wolverine Cor- 
dovan Horse- 
hide. 18-in. 
imitation Pac 
Style, full gus- 
set, eyelets to 
top, heavy sin- 
gle Oakatan 
sole. Goodyear 
Welt, 6-11, 
stamped “Wol- 
verine 1000 
Mile.” $6.00 











ties to be the longest-wearing 
because it carries the shell. The 
perfected Wolverine tanning 
process—exclusive—has created 
a permanent softness in uppers 
unequaled by ordinary horsehide 
shoes, despite many attempts at 
imitation. You pay no jobber 
profits. You buy direct from our 
own tanneries and factories. So 


you can offer reasonable prices and more value 
for the customer’s money. 


Accept These Samples 


“Have sold it for six years without a single ad- 
justment complaint”—“Have handled it for seven 
years and think it the best work shoe in the coun- 


” 
. 


“Our work shoe business now shows a profit 
' instead of a loss.” These are but a few of the 


many enthusiastic responses from dealers. Order 
the number shown above. Or send for full cata- 
log and prices. Write today. 
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Satin Shoes Are Flattering 
HEY make the feet look Skinner gold label put in the 
smaller and are so light heels. ‘It is one of the best sales 

and graceful in appearance. No arguments you can have. 


wonder their popularity holds, Skinner’s Shoe Satin is made 

through all the style changes. in all the fashionable colors and 
To’make sure your satin shoes is 36 inches wide, with a 4-ply 

will wear, as well as look well, cotton back. 

specify Skinner’s Shoe Satin in  § WILLIAM SKINNER & SONS 

either “Brooklyn” or “5004” New York sities tyoke, Mass. peste 

Established 1848 


quality and insist on having the The werld’s taigud ctudjadnibers of Mase Dene 





ws 














Skinner's 
Shoe Satin 





Si in the Selvage” 
=) Pe 3 pets Fy 
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‘ Goodyear Wingfoot Heels outwear other heels. They 
do that because they contain the long-wearing qual- 
ity of highest grade rubber. They keep their resil- 
ience longer, for the same good reason. They are in 
greater demand than other heels because their quality 
is known and constantly advertised by the greatest 
advertising program behind any name in the industry. 
More people walk on:.Goodyear Rubber Heels than 
on any other kind. You should insist. on Goodyear 
Wingfoot Heels on the shoes you buy and sell. 


Goodyear guarantees Goodyear Wingfoot 
Heels to outwear any other heels 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 
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Morrill Goes “‘Conven- 
tioning” 

Charles W. Morrill, the genial vice- 
president of the N. S. T. A., who 
sells the output of the Durand Shoe 
Co., is a member of the Ancient and 
Honorable Artillery and _ recently 
made a trip with a delegation from 
that body to Montreal and thence by 
boat from the big Canadian city to 
Quebec. Charlie is also busy these 
days on affairs of state. He as- 
sumes his official office, at the time 
when politics function the most ac- 
tively, as chairman of the Traveling 
Men’s Republican Club of Massa- 
chusetts, and from this position at 
the helm he agitates with the legis- 
lators, and those who would be legis- 
lators such issues as interchangeable 
mileage, repeal of the surcharge on 
Pullmans and other reforms of 
benefit to the traveling salesman. It 
is Mr. Morrill’s belief that the trav- 
eling salesman is the exponent of 
the country’s prosperity and that 
when laws are adverse to him they 
are reflected in his industry. 














O. H. Kirkpatrick, who carries 
the complete line of the Selby Shoe 
Co. in Oklahoma. Mr. Kirkpat- 
rick has been in the shoe business 


all of his life, for the t three 
years shoe buyer at Bros. 
Dry Goods Company at Houston, 
Tex., — previous pa that time 
conne with a e depart- 

isville, Ky., in 


i. 


“We'll Help You,” 
Prexy Jones 


The election of Buford H. 
Jones as president of the 1927 
Boston Shoe and Leather Fair, 
brought forth a big hurrah 
from all N. S. T. A. mem- 
bers. “We’re with you 100 per 
cent, ‘Prexy’ Jones,” say the 
boys of the road, “and we will 
do everything in our power to 
make the next Shoe Style 
Show, to take place in The 
Hub during the early part of 
July, the most successful 
event of its kind ever held.” 

The reason for this enthusi- 
asm is easily understood. Mr. 
Jones is very much a shoe 
traveler himself, in addition to 
being a member of the firm 
and salesmanager of the 
Thomson-Crooker Shoe Co. 
He has attended every shoe 
convention in the country 
- during the last year and is a 

member of at least five local 
shoe traveler. organizations. 
Soe interested is he in the 
growth and welfare of the N. 

S. T. A. that he some time ago 

offered a prize of $100 to the 
N. &. T. A. local which shows 
the largest increase in mem- 
bership during 1926. “And 
furthermore, Buford is a 
hustler from A to Z,” chorus 
the shoe travelers... §\ | (_ 
















































Kirkpatrick with Selby 

O. H. Kirkpatrick has recently 
joined the salesforce of the Selby 
Shoe Co. and will cover Oklahoma 
for this house. “When I get lo- 
cated,” writes Mr. Kirkpatrick, “I 
want my REcoRDER, for I’m a char- 
ter member of the family, I think, 
and use it as a trade directory.” ~~ 


With Murphy & Saval 


R. Becker, formerly with 
A. R. King of Philadelphia and 
the Red Cross Shoe Co. of Cincin- 


eatly--dme-doiued-the -eclentuni--l-—----9otooate Eanaan aan 






Rosecrans Murphy of the Murphy 
& Saval Shoe Co. in Chicago. Mr. 
Becker will cover Illinois, Iowa and 
Missouri. In telling us of this latest 
adition to his sales staff, Mr. Mur- 
phy said: “We were never more 
pleased with the prospects of busi- 
ness. Merchants everywhere seem 
to be in a very amiable and satisfied 
frame of mind and stocks as a whole 
are clean and up-to-the-minute in 
style. Our customers are keeping us 
busy getting the new models into 
their hands, but the demand keeps 
on growing, so we are satisfied that 
this fall will be a good one.” 


Cotner with Upham Bros. 


Thomas E. Cotner of Dallas, for- 
merly assistant manager of the wo- 
men’s shoe department of Heiman- 
Marcus Co. of Dallas, now repre- 
sents Upham Bros. Shoe Co. of 


. Stoughton in “The Lone Star State.” 


Mr. ‘Cotner understands scientific 
merchandising of women’s fashion- 
able footwear, and it is predicted by 
his many friends in the trade that 
he will make a big success with the 
Upham Bros. line. 
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FAMOUS 
AMERICAN SHOES 


Made with BARBOUR 
$TORM WELT“ DOUBLEDECK 


The shoes illustrated are made by 


NUNN, BUSH & WELDON SHOE COMPANY 


MILWAUKEE, WISC. 


‘*“STORMWELT™ and _ in keeping with the season for 
‘*“DOUBLEDECK”™ as which they are offered and sold. 


developed in these two attrac~ + G  oarate ola EO Se 
tive NUNN-BUSH models “STORMWELTS"™ and 


are typical of the prevail g ss os ; 
tendency for Fall and Winter. |, D QUBLEDECK" are 
the absolute opposite to the 


HEAVIER Shoes are being Lightweights of Spring and 


featured—solid, rugged» ‘shoes Summer. 


BARBOUR WELTING CoO. 
BROCKTON. MASS. ~* 
THE FIFTH IN A SERIES OF “FAMOUS AMERICAN. SHOES” 
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Congratulations to Gaffney 


W. F. Gaffney, who covers the 
volume trade with a line of women’s 
popular-priced novelties and men’s 
slippers, reported the other day to 
a RECORDER representative that he 
was “standing on top of the world.” 
The reason is the arrival at his home 
of a very young lady. Bill says that 
this is the first girl who has made 
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Ryan Back with Field & 
Flint 

W. H. Ryan, formerly representing 
Field & Flint Co., with headquarters 
in the Marbridge Building, New 
York City, has returned again, after 
a season or two with another house, 
to his old firm and to his old loca- 
tion in “The Big Metropolis.” : 


her appearance in either his family _ 


or that of his wife’s for many years 
and the newcomer is regarded with 
great favor. “This is truly a wo- 
man’s age,” said Bill enthusiasti- 
cally. “One girl, to my mind, is the 
equal of half a dozen boys.” 


‘“‘Billy”’ Camps in N’Orleans 


Will A. Camps, better known as 
“Billy” Camps, wrote the RECORDER 
from Mobile, Ala., Sept. 18 that he 
was then on his way home to his 
sample room at Room 206, Wainer 
Building, 609 Iberville Street, New 
Orleans. “Billy,” who represents 
the Atkinson Shoe Co., Boston, re- 
cently completed an eight weeks’ trip 
to the big cities in Texas, Arkansas, 
Tennessee, Alabama and some of 


the Gulf Coast cities in Mississippi. 


“Billy” has represented the Atkin- 
son Shoe Co. for three years and has 
built up a big business for this firm. 
He has a host of friends in this ter- 
ritory, which he covered for a good 
many years for a former big jobbing 
house in “The Hub.” “Billy” will 
remain in New Orleans until .about 
Nov. 1, “looking over his fences” and 
greeting his long list of customers. 






Hennessy Showing ’Em 

Wm. P. Hennessy, widely known 
salesman for the P. Sullivan Co., 
expresses an enthusiastic opinion of 
his firm’s new line and is now start- 
ing out to show Ohio these much 
talked-of shoes. Mr. Hennessy has 
been with Sullivan’s nearly five 
years. 


Long in South for Stanley 
Duttenhofer 


Roy C. Long, who covers a large 
portion of the Southland for the 
Stanley Duttenhofer Co. spent a few 
days at the factory recently, pre- 
paratory to starting out on another 
long trip. 


C. N. Cogswell travels the eastern 
part of the country—from Boston to 
Norfolk—with the line of A. J. 
Anderson, Inc. He also covers Phila- 
delphia, Washington, Baltimore, 
Pittsburgh and Buffalo, A. J. 
Anderson of this house makes Chi- 








Gagey Visits Boston 


A. W. Gage (“Gagey”), who now 
lives at 16 James Street, Montclair, 
N. J., spent three months this sum- 
mer with his pal, “Old Hutch,” re- 
tail shoe merchant of Portland, at 
the home of the latter in Readfield 
Depot, Maine. “Gagey” stopped off 
at “The Hub” to see his many 
friends there en route to New York. 
His sunburnt face bore testimony to 
the many days which he enjoyed in 
“the great outdoors.” 


Meet Joe Jones and “Wags” 


Joe Jones, who covers Pennsyl- 
vania and West Virginia for the 
Wall-Streeter Shoe Co. of North 
Adams, Mass., paid the RECORDER a 
visit a week or so ago. “Joe”. told 
usa new one this time, in connec- 
tion with his summer vacation on 
the island of Martha’s. Vineyard, 
where his “hobby” is to play golf. 
Joe, being a “regular” salesman, 
owns a- “regular” dog, a prize-win- 
ning wire-haired fox terrier named 
Wags. He has trained “Wags” to 
find lost golf balls, and Joe says 
that his dog holds the world’s record 
for “searching ’em out” and bring- 
ing them to his master. Joe says 
Wags found 52 golf balls in three 
weeks’ sojourn this summer at the 
Oak Bluffs Country Club. 

Joe is “bubbling over” with opti- 
mism regarding the coming season’s 
prospects for business. He stated in 
a recent interview that he will have 
another big increase in his sales the 
coming season over last season’s 
sales. He left for Pittsburgh, Pa., 
with his new line of spring samples 
about Oct. 1. 
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Reasons Why — 
John Pilling Shoe Co., Lowell, Mass. 


Equip Shoes with USKIDE Soles 


USKIDE keeps ; Two. 


the shoes in shape 
for a longer time. ly Zp More shoe dealers than ever 
y are specifying USKIDE 
Soled shoes — because so 
many of their customers ask 


for USKIDE Soled shoes. 


USKIDE advertising is 
creating more and more |] f£ 
demand for USKIDE /'] fj 
Soled shoes. a i 
USKIDE Soles are uni- 
formly good. Their fine 
quality is the same year 
Specify “U. S.” Spring- } after year. 

Step Rubber Heels 


Everywhere, shoe wearers 
are asking for the heel et Watch for more reasons why shoe 


| oes on pae manufacturers prefer USKIDE Soles. 
United States @ Rubber Company 


TRADE MARK 


1790 Broadway, New York 
Sole and Heel Stocks in our following Branches: 


Boston oo" New Orleans New York Cincinnati St.Louis Pittsburgh 
Portland, Ore. LosAngeles San Francisco 


Specify Shoes Equipped with 


USKIDE S$ oles 
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This Is Basketball Shoe Selling 


Time 





Show Pictures of Local Teams 


ter of the stage,” and will 

even more strongly a little 
later in the season, when cold 
weather has warned football players 
and their friends that they must 
pursue school sports indoors if they 
would enjoy them. Icy temperatures 
have already arrived in many. sec- 
tions of the country, bringing flur- 
ries of snow through the Central 
West and as far south as Texas and 
Oklahoma. Temperatures were re- 
cently recorded below freezing in the 
Dakotas, Wyoming, Montana, Ne- 
braska,. Wisconsin, Michigan, Kan- 
sas, and a six-inch snow in North 
Dakota. Easterners, who a couple 
of weeks ago sweltered, with the 
thermometer registering 86 degrees 
and the barometer recording high 
humidities, have of late been shiver- 
ing with freezing winds. 


Bet “holds the cen- 


rJ"O sell more pairs of canvas rub- 

ber soled footwear for basket- 
ball and general gymnasium wear, 
progressive merchants have learned 
to “idealize” them. They “tie up” 
the merchandising of these shoes 
with civic pride in the local basket- 
ball team, or-in a professional team 
of a nearby city. Pictures of this 
team, with attractive display ecards 
stating that: these professional or 
successful players are — wearing 
“gym” shoes similar to thosé “dis-. 
played in the window, make a strong 
appeal to the prospective customer. 
It pays to cater to the tastes of the 
school children of the community in 
making this “gym” shoe trim. 


ROF. VICTOR A. KETCHAM of 
Ohio University, speaking re- 
cently before the Advertising Club 
of Boston, said that “There are 
seven doors to the inner con- 
sciousness of man, and of these 
seven the first is through the eye, 
or visual images, then the ear, the 
nose, touch, the motor or sensa- 
tion of movement, gustatory, or sen- 
sation of eating, and the thermit, or 
sensation of heat or cold.” Profes- 
sor Ketcham advised that when im- 
agination is brought into a store’s 





publicity by “opening as many doors 
to the inner consciousness of man as 
possible,” the best results are 
achieved. He told the story of the 
busy bootblack, who put imagination 
into his cry of “Get your Sunday 
shine,” opening several doors, while 
his competitor, whose business was 
dull, said prosaically, “Get your 
shine here.” 


HE good business value of an 

effective trim is well understood 
by many of the merchants in the 
Chicago Loop. It is said that one 
large store pays its display manager 
a salary as large as that of a rail- 
road president. Some owners of 
these large stores spend more than 
three hundred thousand dollars a 
year for this kind of selling force, 
and some have more than one hun- 
dred thousands of dollars in “proper- 





























ties.” While most windows are 
trimmed at night, there is one big 


store in New York which trims its | 


windows by day in its basement. At 
night, when the curtains are down, 
the floors of the windows are low- 
ered into the basement by means of 
a powerful hydraulic elevator. On 
its arrival “in the depths” the dis- 
play, on its five-ton platform, is 
rolled aside on tracks and the newly 
prepared display is pushed onto the 
elevator and lifted into place. It is 
not necessary to have all of this para- - 
phernalia in order to sell more pairs 
of canvas rubber soled shoes for 
basketball and “gym” wear, but it is 
necessary to use imagination and to 
“open as many doors” as possible to 
the inner consciousness of the cus- 
tomer by an effective and . timely 
trim, as one of the strong primary 
points of appeal. 









Photo by Underwood and Underwood 


Here is a championship basketball team, the Tri-Chi-Girls Bas- 
ketball Tenn, formerly: Lake: View givis of Setaue ae Sises 2 
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AOCHESTER 


~SHOES 


—_—— 


Black Suede 
Black Velvet 
Patent 
Satin 


—a 





So Ce gi Rg on AEE nm 
sai 


nett, 


Cuban and 
Spike Heel ; Spike Heel 


’ BG66—Patent Leather ‘‘Spike Heel’... . 84.75 
B275—Black Calf ‘‘Cuban Heel’’ . B665—Patent Leather “Cuban Heel”... 4.50 
B274—Black Suede ‘Spike Heel’’ e. 
B273—Patent Leather ‘‘Spike Heel’’.... 


19/8 Heel 


B625—Black Suede $5.00 BG20—Black Suede 


BS545—Black Velvet x 
B595—Patent Leather p " ot) ge Veivet 


The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN. 


Rochester, N. Y., U. S. A. 


New York Office: 612 Marbridge Bids. Oakland Office: 424 Belview Ave. 
B. W. MOYLAN 7 : S. KUSHINS 2) 
Chicago a = tic Hotel 
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Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 E. 
A. F. JENKS ©. E. VAN DEG E. Sth Street 


Makers of Menithan Arch-Aid Shoe 
Write for Agency Proposition 
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Fall Retail Season Simmering 
Down to Few Styles 


Patent Leads in Materials—Straps in Patterns 


CCORDING to reports from the country’s leading retail centers this week, fall shoe 
selling is progressing in a satisfactory manner with a tendency toward the con- 


centration of public demand on a few styles and patterns. 
patent is reported as the leading material in women’s shoes. 


From all localities, 
Strapped patterns are 


given first place in selling in most places. Colonials appear to be growing stronger 
and fancy oxfords are holding their own. Suéde and kid find a place in the fall selling 
scheme and for the younger girls calf, particularly in the new tan shades is moving 
briskly. The square toed blucher oxford is making more of an impression than when 
it was first introduced and may reach a point of popularity seen by the Sally sandal 


of several seasons ago. 


the outstanding features in recent shoe developments. 


HE retail shoe business of the 

city continues brisk, with Sep- 
tember ahead of that of the corre- 
sponding period of 1925. New shoe 
numbers are being received every 
two or three weeks and windows are 
attractive with the latest creations 
in colored patents, in shades of 
reds and browns, in combination 
with suedes or kid, or with fancy 
embossed _ leathers. The high, 
pointed tongue is seen on fancy 
ties. One-straps continue to lead. 
Gun-metal ‘chiffon. hosiery with 
black feet is beginning to be a fav- 
orité, but the greatest number of 
pairs sold consist of the lighter 
shodes of mauvette, pastel parch- 
ments, light gray, light stone and 
light tan shades. Shoes are well 
advertised for dress; for walking; 
for afternoon or evening; for busi- 
ness, or for party, and.for sport, 
and are bought by the public in 
that manner. Quilted satin slip- 
pers and fancy boudoirs are being 
featured by various stores; acces- 
sories, especially buckles, are fea- 
tured prominently. 

Sport hosiery is more in demand, 
in conservative patterns, both for 
men and women, than last year; 
it is purchased very definitely to 











wear on sport occasions, not “just ‘| 


for the novelty of it,” as a street, 
or general wear, propositioh, as in 
previous years. > - Ye 

The wide one-strap with buckle 
at side, or directly in front, is pre- 





sented in the new fall shoes. Such 
a model in a patent with its broad 
strap of alligator and carrying a 
gold harness buckle at the side, was 
“a bit different” in its new 14/8 
Louis heel. This shoe was featured 
with flesh toned hosiery. A gold 
and pink center strap with high 
spike heel, was featured beside flesh 
colored hosiery. 

Four-button spats for men made 
their appearance during the past 
two weeks in many of the shoe 
store windows. Scarfs, for both 
men and women, continue to be pur- 
chased freely wherever well dis- 
played. 


FADEAWAY BACK SEAMS 


Some fitting clerks may have 
noticed that back seams are 
not as conspicuous as they 
used to be. Some are almost 
invisible. The mystery of this | 
fadeaway back seam is easily 
explained. 

The shoemaker stitches the | 





The upturn in the demand for Colonials, however, is one of 


_ 


ed 


ALL. business in retail trade 

circles is moving along at a sat- 
isfactory pace. Mr. Colburne of 
Hahn’s, reports that there was, up 
to the middle of September, a sur- 
prising number of calls for colored 
kid shoes in brown, blond and other 
light shades. With the advent of 
cooler weather, however, the de- 
mand for the latter will cease and 
the newer fall shoes become more 
popular. 

There is an interesting and ef- 
fective psychology behind many of 
the leading advertisements and 
window displays. Attention is 
called to the importance of fovt- 
wear in milady’s appearance and 


read, “There are shoes for every 
hour of the day—patent, calf skin, 
tan‘calf, ivory elkskin, black suede, 
dull ebony calf, Hollywood, stroller 
tan, etc. ! 
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From the day he starts his furnace until he lets it out—a good 
six months of the year, he wears high boots with lacing hooks. 


There are thousands of him. They want comfort, not fads. 
They’re the men who buy shoes with lacing hooks. 


T 


When you order, specify visible eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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oxfords in the blucher style, 
many of which are cut out at the 
sides, others which have the side 
lacing. The Lincoln. Shoe Co. is 
showing a square box toe oxford in 
new patterns and materials. 

The Wise Shoe Co. has introduced 
for evening wear a black and white 
satin slipper with embroidered ap- 
pliqué design, to retail at $6. Al- 
though evening slippers take on a 
very elaborate hue this season, 
quite a number of opera pumps in 
black satin and black moire, with 
or without ornaments, will be worn. 
That opera pumps can be made 
novel and carry an extremey new 
note is exemplified by a new opera 
pump at Slesinger’s. The latter is 
in tan vici kid quarter, collar and 
heel, with genuine lizard vamp. 
The shoe also appears in patent 
with black lizard, black satin and 
black brocade combination, patent 
and gray snake, tan calf with liz- 
ard, also tan calf with snake, the 
selling price being $18 to $23. 


ITH ten days of wet weather 
during which time old Jupiter 
Pluvius has remained on the job 
continuously, there was little oppor- 
tunity for the fall business expan- 
sion which has been going along 
unabated to express itself with fur- 
ther sales activity. Rain has inter- 
fered materially and caused a ces- 
sation in the upward trend of the 
retail shoe business. The weather 
cleared on Saturday, Oct. 2, suffi- 
ciently*to halt the slackening ten- 
dency and business spurted to an 
extent that one of the best days 
so far this season was registered 
by a majority of the stores. 
September was slated to be one 


of the best months this year and - 


every indication pointed to a sub- 
stantial gain. However, the past 
ten days precluded any such event 
and it is expected that most of the 
stores will report September as on 
a parity with the same period of a 
year ago. 

In the style field the position of 
materials and patterns remains un- 
altered. Patent continues good. 
There is more activity reported for 
sport oxfords. 
types. Tan leads in the call but 
patent is closing the gap running a 


thusiastically reported as styles re- 
ceiving prestige. splorea ae: 


slowed slightly, 
poe. which vate Sond 


istactory for this type ot goutwent 


ee “ee 
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HE weather still. continues to 
play pranks with Chicago’s shoe 
business. Unseasonable rainy and 
cloudy days in every week keeps 
volume from the peak it would in 
all probability reach if normal fall 
days were Chicago’s lot. 
The early part of the past week 
was only fair in sales, while the last 
two days showed a pleasing up- 


“HURRICANE DOES BUT 
LITTLE DAMAGE” 


MIAMI, FLA.—Right in line 
with the statement given out 
by E. C. Romfh, Mayor of 
Miami, is that of Sydney H. 
Mayer, manager of The Miami 
Shoe Store, who says that but 
little damage was done to the 
business district of the city. 
Mr. Mayer writes: “Hardly a 
store of any distinction would 
not suffer some little loss, 
either from broken glass and 
roofing that leaked. The 
greater part of the damage 
done by the hurricane was to 
the residential and outlying 
district. Nevertheless not a 
store or building within. a ra- 
dius of 100 miles of Miami 
escaped. We all received some 
little damage, some more, and 
others less. Fortunately our 
four stores located in various 
parts of the retail district, in- 
curred losses aggregating less 
than $1,000. We are also | 
happy to state that not one of 
our large force was even in- 


If you could but see the work 
that has been accomplished 
here toward the restoration of 
conditions you would truly be- | 
| lieve that we have a magic 
city.” 





swing that promises much for shoe 
merchants if the fall sunshine 
would last. 

Streamline patterns in pumps and 


The square toed strap slippers with self and ‘con- Ties and laced effects 
decoration 


the Mad ctyes shown From thn sea 


good second. Reptiles are not en- five and four eyelet oxfords with oxford type to 


trasting seem to be 
most favored of all types with 








78 


sellers and are running’ possibly 75 
per cent of all leatbers sold. : 

Gun-metal kid leathers in straps 
and in oxfords is one of the newer 
types which has found favor among 
the women buyers and is worn with 
gun-metal hose. 

Smart, chic patterns with short, 
stubby toes are thte heaviest favor- 
ites with the younger folks. 


LOS ANGELES 


LACK patent forged to the 

front in retail selling in Sep- 
tember. The shiny leather easily 
leads all others in popularity and 
still there is no overwhelming ava- 
lanche of blacks. 

The tendency is toward trimmed 
patent in popular priced shoes, 
while the plainer models seem to 
be the choice of the better class, or 
rather higher priced trade. Some 
of the most exclusive shops feature 
black patents trimmed with colors, 
while others of the same class feel 
that simple lines and plain effects 
are best. 

One beautiful tie was seen on dis- 
play made of black patent forepart 
with back and quarter of the new 
Chanel red. 

The cherry patent is seen here 
and there. Merchants do not en- 
thuse over it to any great extent. 
It is regarded as a novelty that 
will have a brief stay. 

Black satins are running fairly 
strong. Reptiles are holding their 
own in the popular-priced shoes. 
Here and there one sees an all-over 
reptile that bids for high price 
patronage. 

It cannot be gaid that colors 
have passed from the scene. en 
one views the window displays and 
asks the merchandise managers as 
to the popularity of colored leath- 
ers he gets the reply that they are 
still selling freely. The shades are 
darker. Browns and darker tns 
have the favor of the masses. An 
occasional suede shoe is seen. As 
-a rule the Los Angeles merchant 
regards ooze tannage as a danger-. 
ous proposition. This, no doubt, is 
due to the fact that suedes have 
caused more or less grief in the 


past. 
favorec 
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Presto— 


The Plain Opera Pump Is 
Made Beautiful with BUCK-EL-ON 


O easy to effect this transformation. So easy to give a dressy, modish 

touch to the simple, unassuming Opera Pump. With the Buck-el-on 
Colonial Tongue and Buckle attached, the Opera Pump becomes delightfully 
chic as Fashion now directs. 


You'll find the Buck-el-on Tongue with appropriate Colonial Buckles easy, 
profitable sellers. A choice assortment well-displayed will bring buyers to 
your store. 


Illustrated The No. 2 Buck-el-on Colonial 
Tongue with No. 4525 Imported Buckle 


$7.20 per dozen pair, complete 


A large assortment of other Colonial buckles with No. 2 Buck-el-on Tongue 
at $6 the dozen pair 


» 


The 
Reynolds a (is Company 


Providence, R. I. 
Makers and Importers of REYCO Beautiful Shoe Adornments 
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San Francisco convention, chil- shoes are the biggest sellers in its Redyced Fares for St. Louis 
dren’s styles follow men’s and wom- store and that pumps were moving Convention 


en’s. Best sellers: are the dark 
shades of tans and browns in calf- 
skin. Very plain in patterns and or- 
namentation are the higher grade 
shoes. There is an unusual develo- 
opment in the demand for higher 
heels for high school girls. Eleven 
and 12/8 heels are selling largely. 

Summing up the style situation in 
Los Angeles it might be said that 
black patents are about 50 per cent 
of the total with colored leathers 
making up the balance. 

Right now there is an astonish- 
ing run on sport oxfords and outing 
shoes. Golf is played all winter in 
Southern California and other out- 
door sports go on undisturbed by 
weather conditions that “spoil 
sport” elsewhere. This means rid- 
ing boots, hiking boots, mountain 
boots and all other sport styles sell- 
ing freely. 

Business in September exceeded 
that of the same month one year 
ago. There is still room for im- 
provement. None of the stores are 
rushed with business excepting 
when some special sale or unusual 
offering is made. The weather is 
still in the summer stages, although 
fall is here, according to the cal- 
endar. 


| MILWAUKEE | 


HE volume of business done by 

the Milwaukee shoe retailers is 
very satisfactory and all are pleased 
with the manner in which the fall 
season is opening up. This is a 
contrast to the previous week, when 
there was little business transacted 
in many of the stores. They are 
now predicting that there will be 
good business throughout the entire 
season and up to Jan. 1. The trend 
in the ladies’ shoes is for black and 
principally the patent leathers, for 
which there is a very good demand 
in all of the stores. Tans in the 
darker shades are moving fair to 
good in some of the stores while. 
others report that the demand for 
tans has fallen off materially. On 
the whole, the retailers are relieved 
that the ladies are buying black 
shoes rather than the fancy light 
colors, for the styles changed so 
often in the light shades that it was 
difficult to judge what to carry in 
stock and how much to buy of each 
item. One of the stores reported 
that the ladies are taking tan shoes 
for street wear and this particular 
store has been selling tans in good 
lots. It also reported that the strap 














good, while another large store here 
stated that the ties were first, pumps 
second, and straps last in demand. 
The tans in the men’s shoes have 
shown an increase during the week 
and there has also been a good in- 
crease in the demand for blacks. 
Scotch and Norwegian grains and 
genuine pigskins are moving well in 
the higher grades of tan shoes, and 
plains are also enjoying brisk sales 
in some stores. In the cheaper 
grades, other grains made up in 
brogues and heavy low shoes are 
good, with fancy eyelets. The wide 
toe still prevails in the lower grades 
while the trend in the higher-priced 





LIKES “FOOTWEAR 
FITTER” 


UTICA, N. Y.—And now 
comes to bat J. E. Rowlands, 
shoe salesman at the Worbass- 
Beacom Walk-Over Boot Shop, 
with a letter to Uncle Dudley, 
who has recently been con- 
ducting a discussion as to a 
name more worthy of the 
noble profession than “shoe 
clerk,” stating “A very fitting 
name for a retail shoe sales- 
man is, to my mind, ‘Footwear 
Fitter.’” 





shoes is toward a medium or round 
toe. One of the stores stated that it 
believed the day of the wide toe had 
passed and it looks for the medium 
and round toe to come back strong 
in the future. 


Testimonials for Bradley 


HAVERHILL—Everett Bradley of 
the Bradley Shoe Co., who recently 
retired as president of the New En- 
gland Shoe and Leather Exposition 
and Style Show, Inc., is in receipt 
of numerous testimonials from the 
various trade organizations and in- 
dividuals within the industry ex- 
pressing their appreciation for his 
valuable service to the New England 
industry and for his contributions to 
the work of advancing the New En- 
gland product. Mr. Bradley could 
not be prevailed upon to serve the 
corporation a second term as presi- 
dent because of the pressure of his 
own business. He continues as a 
director in the organization. 





Life is too short to learn entirely 


by one’s own 


mi 


Reduced fare and one-half rail- 
road rates have been granted by 
the railroad passenger associations 
for the entire United States for the 
convention of the Southwestern 
Shoe Retailers’ Association Con- 
vention to be held in St. Louis Nov. 
29, 30 and Dec. 1, 1926, It is ex- 
pected that delegates from every 
section of the country will be pres- 
ent and an even larger attendance 
than that of last year is antici- 
pated, 

It will be necessary for those 
delegates attending the convention 
to secure from their local ticket 
agent at the time of purchasing a 
reduced fare certificate, which 
when validated in St. Louis will 
entitle them to a reduced return 
fare. This certificate is necessary 
to secure the rate. 

During the convention the St. 
Louis Pageant of Footwear Fash- 
ions will be in progress and the 
third spectacle presented by the St. 
Louis shoe manufacturers will sur- 
pass any of the previous efforts. 
An elaborate entertainment pro- 
gram is being planned which will 
intersperse the style revues on the 
runway. i. 

The footwear fashion féte will 
present the first spring revue of shoe 
styles. Retail shoe merchants from 
everywhere are in accord with the 
idea that an earlier selection of 
footwear for spring selling in No- 
vember and December will prove to 
be satisfactory. 


Innes Opens New Shop in 
Los Angeles’ 

Innes opened a new shoe store in 
Los Angeles on Oct. 4. This will 
be known as “Innes Men’s Shop” 
and will be located at 216 West 
Sixth Street, in the Hayward Hotel 
building. The new store will fea- 
ture men’s and boys’ shoes in all 
grades from $6.50 to $15. 

This is an ideal location for a 


ly furnished and equipped in 
pies Sia Everything 
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Black Ooze Calf 
in perfect f itting shoes 








Style B1941—Black Ooze Calf Three 
Button, diamond cut-out, 301 combination 
last, 14/8 covered Cuban heel. 


In Stock 
Widths AAAAA/AAA to E/EEE 
Sizes 1 to 11 


Price $5.50 


Sizes 8% and 9. _......35e-extra 
Sizes 9% and 10...... 50c extra 
Sizes 104% and 11.. ~. 


Ordets of less than 3 pairs 25c per pair 
, , ' . extra 


It will pay you to carry at least one black 
ooze shoe. 


This is a black season. What velvet is, in 
the “high style” field, ooze is, in the more 
conservative field. 


Style 1941 is cut from beautifully smooth, 
jet black, genuine ooze calf. 


It is built over a combination last that 


will fit a great majority of feet. The pat- 
tern will be good for more than one sea- 


son. 


A Goodyear welt, of course, with a 
molded bottom, fiddle shank, in-built steel 


arch, and a covered Cuban heel. 


Black ooze is very popular right now. 
Why not start in right now with a run of 


1941? 


Unnecessary to tie up a lot of capital. 
Begin with a limited run of the better 
selling sizes, supplementing your range 
when you find the demand warrants it. 


Style 1941 is on the floor NOW. Your 
order will be filled immediately upon re- 


ceipt. 


Chicago Office: 189 W. Madison St. - 


165 N. Water St., Rochester, N.Y. 
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¥ actories Busy Turning Out 
Large Volume of Shoes } 


Blacks Still Rule as ; Fashion’ s Favorites 


brisk than it has been for many seasons and the producers are much encouraged 

over the outlook for the future. “Shoe consciousness” seems to have made 
great strides and is being reflected by continued good orders. Black continues as the 
leading fall color in footwear, with brown gaining ground steadily. More activity 
is reported on slender one strap models. In some factories Colonials form a good per- 
centage of the production at present. Fancy oxfords are still good sellers as évi- 
denced by repeat orders which some producers have received. In materials, patent 
leather still holds the lead, pushed strongly by ooze, kid and calf. Better action is » < 
seen on satin shoes in most factories. 


['e country’s shoe factories aré’still humming with activity. Business is more 





LYNN 


NCE again business in plenty 
can be reported for Lynn. 
Style development goes on briskly 
and sales correspondingly. Color- 
ings are subdued, excepting for 
party slippers, which are bright 
and gay. Patterns are sinuous, 
curving in light, elusive lines. 
Decorated designs have super- 
seded plain patterns. Colonial, or 
high tongned oxfords, are following 
after the familiar high tongued 


pumps. Parisian oxfords, or a-smart -- 


smart blucher pattern, over a 
French high heel last even with 
three-button fastening, have ap- 
peared. They might be called step- 
ins, for they have concealed gores. 
Another idea is found in the “Ves- 
tee,” which has four buttons, two 
on either side of its oxford front. 
The imported buttons are of strik- 
ing design. 

Wrist watch strap pumps show 
straps more slender than ever, 
Some are trimmed with jewelry, 
like a strap for a wrist watch. For 
instance, a loop of metal, set with a 
near-precious stone, is used. Two 
straps fasten across a tongue, with 
those new twin ring catches, and 
may be classed as either pumps or 
oxfords. 

Boots are being made in one fac- 
tory of the greater Lynn 
They are real W 


aed 
fancy tops. Flapper oxfords | 


are among the real winter models. 


High riding straps on pumps are. 


made to ride high and snug, by 
means of a gore, most ingeniously 
set into the shoe at the base of the 
strap. 

Novelty vamping, now going on 
briskly, presents fancy tipping, 
scalloped collars, gympsy inlays as 
well as overlays and tiered and 
modernistic vamps. Sweet simplic- 
ity has vanished from Lynn shoes. 

Ornaments are raging. Makers 
of ornaments are putting on addi- 
tional help, even employing women 
to make ornaments at home. Those 
wrought iron buckles that were re- 
cently brought from abroad, are be- 
ing duplicated in leathers, ripple 
fronts ripple still more. Cut steel, 













hammered silver, gun-metal, rhine- 
stone and the like are as good as 
ever. Fancy tongues on pumps 
show inlays or overlays in modern- 
istic design’ Another type of 
tongue looks as if it were of three 
pieces of leather. But it is really 
a tongue of iridescent shark, with 
a black band overlaid up its center. 

Blacks seem to be better than 
ever. They are more varied, com- 
prising the patents, suedes and em- 
bossed skins, as well as the fa- 
miliar grains on leather and the 
fabrics. “Abbo” patent leather is 
reported as gaining. A new red 
shade of brown, classed as rose- 


wood by some, has appeared. It’s 
a warm color. Then there is an 
embossed calf ‘skin looks like 


a hair calf skin, in tan and black. 
But these are only’ a few of the 


; i 
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A man’s Genuine Kidskin 
Opera Slipper at an un—- 






















Made in Havana brown and 
black kid. Felt lined. Soft 
chrome padded outer sole, 
cushion heel. 













The biggest selling item in the men’s slipper Sizes: 6 to 11 
field. Use it as a sales leader to bring men Case lots only. 


into your store. 36 pair to a case. 


NET TEN DAYS TO RATED ACCOUNTS. F.O.B. NEW YORK 


Genuine Kidskin in Havana brown and black. Nel- 
rose or sapphire felt lined. Pompom to match. Soft 
chrome padded outer sole. Cushion heel. 


<* nd Sizes: 3 to 8 
SO per pair > gle Sas aly 
36 pair to a case. 
NET TEN DAYS TO RATED ACCOUNTS. F.O.B. NEW YORK 





General Footwear Corporation 


MANUFACTURERS OF SLIPPERS AND FOOTWEAR SPECIALTIES 


. 476 Broadway New York City 





October 9, 1926 





beatable price— $356 Pst 


pair 
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USINESS in the wholesale dis- 

trict is reported as being good 
and indications all point to a fur- 
therance of this prosperity. Mail 
orders were reported during the past 
week as being unusually heavy and 
practically all of the houses are find- 
ing it difficult to produce enough 
shoes to fill the orders being re- 
ceived. 

Specialty houses are working to 
full capacity. One of the larger 
firms reported working Saturday 
afternoon part time in order to 
push shipment to the utmost. 

Another of the large general line 
houses announced that the month 
of September showed an increase in 
shipments over the same period of 
a year ago. The volume last year 
for September was over $3,000,000. 

In the style field patent leather 
still is the most wanted material. 
There is no apparent decrease in 
the .call for the shiny leather ma- 
terial which is having one of its 
most successful runs. 

The square toed sport type ox- 
ford continues as one of the lead- 
ing style trends which is taxing fac- 
tory capacity. These shoes are be- 
ing bought as fast as the plants 
can produce them. 

October, it is predicted by some 
officials, will be one of the best 
months of the year. Weather con- 
ditions, particularly the rain it was 
feared, may have some effect on re- 
tail bus‘ness, especially in the rural 
districts, where the roads become 
impassable. However, a condition 
of this kind was believed would 
only be a temporary lull in the good 
business condition that prevails 
throughout the country. 


| BROCKTON 


ROCKTON has the spectacle this 

week of bounding along so rap- 
idly in production that few of the 
shops will close for more than a day 
to allow employees to take in the 
Brockton fair. There are one or 
two of the smaller ones who allowed 
two days, and on the other hand 
there were several who set aside no 
time at all. No more accurate 
barometer of business conditions 
here could be obtained than by 
perusing the list of closings since 
it has been quite some years since 
many of the plants have worked 
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more than a day or two of Brock- 
ton’s big fall festival week. 

Still another indication of the 
rush of business here is the fact 
that at least two concerns have re- 
ceived permission to work certain 
rooms overtime in order to catch up 
on orders. Again, it is many years 
since overtime work was a neces- 
sity in local plants. 

The city is full of buyers, retail- 
ers and stylists from other centers 
to look over the shoe style show, 
fair feature and one of the biggest 
exhibits of its kind ever conducted 
here. They were amply repaid for 
their pains for district shoe manu- 
facturers have arranged a wonder- 
ful line of samples as indication of 
their handicraft. 

The week just pasts has been a 
big one for colored tans, made up 
in men’s lines, and has been notable 


FRAMED WITH TAPE 


Many shoes for women are 
made of the lightest sort of 
leathers, but are stronger 
than ever. This is because 


the uppers are framed with 
tape. After the vamps and 
quarters are cut, a strip of 
strong adhesive tape is fas- 


tened to them all around the 
edges. This tape is welded to 
the leather by a power ham- 
mer. The tape makes a frame- 
work for the shoe. 

Another version of the mat- 
ter is to stitch the upper of 
the shoe and then weld its 
seams with the adhesive tape. 





for the wealth of orders received 
for women’s models. Manufactur- 
ers are rather inclined to feel the 
Indian summer weather has been 
responsible for the call for quick 
deliveries on tans in fall weight 
taps. The call is being felt for the 
higher heel, too, but strangely 
enough most of the orders are for 
shoes of this type done in black 
leathers. What colors being de- 
manded are in very dark tan 
shades. 

Brockton has another week of 
good call for patents, but novelties 
were also cut up in good numbers. 

In keeping with plans announced 
some time ago for liquidation, 
the T. D. Barry Shoe Company of 
this city has started selling its 
stock, supplies and factory equin- 
ment, the sale opening Sept. 30. 
when much of it was auctioned off 
to individual bidders by Alonzo 
Grinnell of Haverhill. 





















































MILWAUKEE | 


HOE manufacturers at Milwau- 

kee are doing a good volume of 
business at the present time and all 
of them are satisfied with the pur- 
chases the trade are making, despite 
the fact that buying is on a con- 
servative basis. During the week 
the local manufacturers received 
further good orders of sizable lots 
and the trade is in the market fre- 
quently. A favorable market is to 
continue for the balance of the year, 
in the opinion of the local men. All 
of them are continuing their pro- 
duction at a normal peak, both in 
the ladies’ and men’s departments, 
and they predict that the retailers 
will experience good business in the 
coming months. 

One of the larger factories at 
Milwaukee reported that it is turn- 
ing out 4000 pairs of ladies’ 
shoes daily and expects to continue 
at this rate for some time. All 
agree that the color trend in the 
ladies’ shoes is towards black and 
they are concentrating more or less 
on this color to satisfy the retailers. 
Patent leathers are the best movers, 
according to the manufacturers, in 
straps and pumps. Satins are start- 
ing to get under way, but a heavy 
volume on the satins is not antici- 
pated until later in the fall and 
early winter. 

Embossed leather for trimmings 
is. being produced by one of the 
corcerns here which is making a 
specialty of this now. In con- 
nection with the trimmings for 
shoes, this same firm reported that 
the new shade, which is between a 
copper and red, has proved to be a 
good item and has met with popular 
favor among the trade. Lasts are 
about the same in ladies’ shoes and 
short vamps are prevailing. One of 
the firms reporting stated that it 
was concentrating to a great extent 
on the 14/8 box heel and that 60 
per cent of its préduction has box 
heels. It is manufacturing the shoes 
with 17/8 and 18/8 spike heels but 
is not turning out any higher than 
this. 

More plain blacks are being 
manufactured now than are plain 
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of shoe trees.” 


Thus the shoe salesman makes three 
sales—shoes, trees and the return of a 
satisfied customer—instead of the usual 


one. 
Salesmen find that the average cus- 
tomer appreciates advice about the 
proper care of shoes. And shoe trees 
are invaluable for creating good will 
among his patrons. 


Another service feature is 


CORDO-HYDE LACES 


One customer summed up 
his appreciation of Cordo- 
Hydes by saying “they 
wear forever.” 


Which, of course, isn’t just true—but 
oe certainly DO wear. 
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O. :A. MILLER TREEING -MACHINE COM PIANY 


Shoe Tree Division 
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¢¢ 
THE only insurance against loss of 
fine appearance and shape is a pair 


BROCKTON; MASS. 
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In the cheaper grades the wide toe 
is still being made, but the higher 
grades are being made with medium 
and round toes. The largest per- 
centage of the production of men’s 
shoes is on low cuts. There are 
some high shoes being manufac- 
tured and sold to the trade, but the 
orders for these are greatly in the 
minority. 


[ avons | 


CTIVE business prevails 
throughout the local industry 
with production and employment 
figures maintaining the same high 
levels of recent weeks. Turn fac- 
tories vary in the volume of busi- 
ness being handled, but in most in- 
stances show a very profitable run. 
McKays in both the cheap and me- 
dium grades continue brisk, with 
prospects of business in these 
grades holding good for several 
weeks more. Shoe men do not fore- 
cast business beyond the middle of 
October. 

Pumps, straps and fancy oxfords 
are the fall and winter modes. 
Pumps are moving very well at the 
present moment, with a growing 
call for operas. In the strap pat- 
terns the very slender strap num- 
bers are most popular. The new 
strap patterns are very smart and 
have been taken up quickly. Both 
the pump and strap numbers will 
features evening wear, while the 
oxfords are showing more for street 
wear in both high and low heel ef- 
fects. D’Orsay tongued pumps and 
gore effects in limited quantity are 
included among the local lines. In- 
visible gores under tongues are 
among the popular gore patterns. 
Appliqué trimming is very popular 
in all the fall and winter numbers. 
Reptile trim is in limited use. At 
present the new wine-color patent 
is very popular for trimming, both 
for appliqué and underlay adorn- 
ment. 

Patent holds sway in materials, 
with increased use of black satin 
in evening slippers. Some black 
suede shoes with patent-rim are 
showing up. Brown suede also 
shows stimulus. 








New YorkK—Harry of 
Harry Smolen, Inc., B shoe 
manufacturers, left Sept. 29 on a 


selling trip of about a 
tion which 


month’s dura- - 
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A Wild Scheme Stopped—Stock for $20,000 
Given with Every Pair 


Boston—Shoes and shoe laces 
recently appeared in a new and 
prominent “tie-up” in the news, 
with $20,000 offered free to pros- 
pective investors and purchasers of 
men’s shoes at $6.50 the pair. The 
Boston Better Business Bureau in- 
vestigated the unusual opportunity 
offered to make a fortune within 
four months’ time and a later state- 
ment was issued by Kenneth B. Back- 
man, manager of the aforesaid alert 
society of “The Four B’s” that sale 
of the securities of the Universal 
Lock Tip Company, 108 Dartmouth 
Street, Boston, has been barred in 
Massachusetts by the department 
of public utilities. 

The story, in brief, was that of 
an ambitious plan to make a for- 
tune on a shoe string. The Univer- 
sal Lock Tip Company claims to own 
a patent for a shoe lace. The com- 
pany naturally wanted to put it on 
the market, and so decided to send 
a circular letter to possible stock- 
holders, written in so alluring a 
vein as to “make ’em all sit right 
up and take notice.” This is what 
the letter to prospective investors 
said, in part: 

“I offer you an opportunity to 
make ‘$20,000 within the next four 
months, without investing a single 
penny. This patent will make more 








HOE factories continue ‘their 
activity on shoes for quick de- 


livery, in the medium and lower . 


grades, and in the better grades and 
in staples for spring selling. A 
decided increase in shoe production 
was recorded in August, the gain 
over the previous month being 
about 18 per cent. The hide mar- 
ket also shows much activity, with 
large sales reported and prices 
firm. Leather, both plain and fancy, 


millions in the long run than Henry 
Ford did with the automobile. And 
you have a chance to share in this 
money without it costing you a 
cent. 

“The shares will be listed on the 
Boston and New York stock ex- 
changes. Then watch them 
jump in value. I have orders on 
hand right now that will make the 
common shares worth several hun- 
dred dollars each the minute pro- 
duction is started on a scale. I 
am putting within your reach a 
business-like opportunity to make 
$20,000 within the next few months. 

In connection with the above, 
the letter states that the company 
requires just $2,500 to increase pro- 
duction and market its invention, 
this $2,500 to be secured as a profit 
on the sale of 1000 pairs of high 
grade men’s shoes at $6.50 per pair. 
Each purchaser of shoes is given 
275 shares of stock, consisting of 
25 shares of 8 per cent preferred 
stock, par value $10 a share, and 
250 shares of common stock (no 
par value). These circulars went 
out oma letterhead of the Universal 
Lock Tip Company, the letterhead 
also containing a picture of William 
S. Gay, the president, and the let- 
ter being signed by William 8S. Gay, 
president. 


the largest proportion in the foot- 
wear production of this section. 
Black velvets, moires and satin 
shoes are being turned out in good- 
ly numbers by factories making 
low-priced women’s shoes. 
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for Elegance— 


SATIN FOOTWEAR 
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for Smartness— 


BLACK SATIN FOOTWEAR 
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for Service— 


DARBROOK SHOE SATINS 
and FABRICS 


| 
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featuring 


DARBROOK “Ebony” SATINS — various standard 
qualities—for every type of footwear. 


DARBROOK SATIN ‘“Colore”—a new collection of 
evening shades to meet the color specifications of our Paris 


Style Bureau. 
“DIRECTOIRE”—a smart basket-weave in BLACK, 


Colors and “Bullion” effects. 
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REPRESENTED BY 
T. F. Leary, 10 High St., Boston, Mass. 
W. A. Gallup, Cincinnati, Ohio D. J. Finn, Philadelphia, Pa. 
Henley & McGaghey, St. Louis, Mo. Desmond- & Hottinger, Inc., New York, N. Y. 
J. K. Reynolds Co., Chicago, Il. 
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SCHWARZENBACH, HUBER & COMPANY 


31st Street 462-478 Fourth Avenue 32nd Street 
NEW YORK 
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Lothspeech with 
Moore-Shafer 


Howard D. Lothspeech, formerly 
with the Utz & Dunn Co., has joined 
the sales force of the Moore-Shafer 
Shoe Mfg. Co., of Brockport, New 
York, and will represent them in 
the states of [llinois and Indiana. 

Mr. Lothspeech will make his 
headquarters in Chicago. He 
visited the factory recently and is 
enthusiastic about the new line. 





Gain in Haverhill Pay Rolls 


HAVERHILL—Local banking houses 
report an increase of over $2,000,- 
000 in local shoe payrolls for the 
first six months of 1926 over the 
same period of 1925. These fig- 
ures, known to be authentic, are 
accepted as the best evidence of 
the city’s remarkable industrial 
comeback. That the industrial im- 
provement is to be permanent is 
also indicated by present earnings. 
The summer season was the best 
the industry has enjoyed since 
1922, and the fall business was in 
the factories at a date far in ad- 
vance of other years. The payrolls 
for the week ending, September 18, 
were nearly $600,000, a phenomenal 
figure for the period with the sea- 
son still young. Power consump- 
tion, employment and production 
figures give further proof of the 
industrial advantage the city now 
enjoys. 


Meis Issues Catalog 


CINCINNATI.—The Charles Meis 
Shoe Company, manufacturers and 
wholesalers, have just’ issued a large 
and complete catalog of their in- 
stock lines including holiday slippers 
and an introductory section on their 
new trade-marked line of children’s 
shoes called “Happy-Days.” This 
company’s factory is turning out the 
absolute limit of its capacity and 
finding it an enormous job to keep 
pace with the growing demand for 
their products. 


Sullivan Men on Road 


CINCINNATI.—The entire sales or- 
ganization of the P. Sullivan Shoe 
Company ‘is starting out with a new 
line of samples in high-styled Mc- 
Kays and light welts, and, according 
to President Dahoney, they are cer- 
tain to meet with success for a com- 
bination of style and quality at a 
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Arch Preserver Dealers Meet and Form Association 


New YorKkK—The semi-annual 
meeting of Arch Preserver shoe 
dealers in metropolitan New York 
took place at the Hotel Pennsylvania, 
Sept. 22. During the dinner the re- 
tailers, 72 of whom were in attend- 
ance, had an opportunity of exchang- 
ing merchandising, advertising and 
fitting ideas and experiences. 

The meeting was called to order by 
Mark Selby of the Selby Shoe Co. of 
Portsmouth, Ohio, who congratu- 
lated the dealers upon their greatly 
increased business of the past six 
months and outlined the plans for 
the coming half year. 

J. A. Munroe, on behalf of E. T. 
Wright & Co., Rockland, Mass., ex- 
pressed thanks for the cooperation 
the dealers had given during the 
preceding months, told what the fac- 
tory was doing in the way of making 
better shoes, introducing new styles, 
and spoke of the advertising plans 
for the coming season. Mr. Munroe 
also pointed to the great increase in 
men’s Arch Preserver shoe business 
from Greater New York and stated 
a number of factors in the situation 
which pointed to an even greater in- 
crease during the next six months. 

At this point Mr. Selby turned the 
meeting over to the dealers, inviting 
criticisms and suggestions. Mr. 
Nearing of J. W. McCreery & Co. 
spoke at length of his experience 
with Arch Preserver shoes, both 
men’s and women’s, basing all of his 
remarks on the fact that once a per- 
son had been sold Arch Preserver 
shoes, that person becomes an Arch 
Preserver wearer for life. Mr. 
Nearing showed how merchandising 
of Arch Preserver shoes was accom- 
plished with such success in the Mc- 


Creery store and indicated how such 
methods could be modified and ap- 
plied to the smaller merchants. 


Charles Markell of Brooklyn ex- 
pressed his belief that such a meet- 
ing would do all of the Arch Pre- 
server shoe retailers a world of good 
and suggested that right then and 
there a dealers’ association be 
formed which would have monthly 
meetings for the purpose of discuss- 
ing the various problems, such as 
advertising, styles, stock keeping, 
etc. A committee was named to 
bring in nominations for the execu- 
tives of the club. 

Mr. Markell’s suggestion met with 
enthusiastic approval of all the re- 
tailers and tentative plans called for 
monthly meetings, the first of which 
was scheduled for some time this 
month. 

The committee in charge of form- 
ing the association is as follows: Mr. 
Jacobson, Fordham Road, Bronx, 
New York; Charles Markell and 
Phillip Friedman of Brooklyn; Mr. 
Hilgendorff of Elizabeth; T. Edward 
Oakley of Mount Vernon; Al Smith 
and Joseph Sanglier of East Thirty- 
seventh Street. . 

Toward the close of the meeting a 
new device for measuring the: feet, 
invented by Charles Brannock of the 
Park-Brannock Co. of Syracuse, was 
shown to the dealers. As this new 
device measures the foot from heel 
to ball as well as from heel to toe, 
it was of considerable interest to 
Arch Preserver shoe dealers, -who 
tested its accuracy upon their own 
feet. 

The meeting did not adjourn until 
after midnight. 
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price that is irresistible has been 
developed in these new shoes. This 
company is also introducing a new 
arch type of shoe with several un- 
usual features. 


M. B. Wolf Returns 


CINCINNATI. — Myron B. Wolf, 
president of the Sam. B. Wolf Shoe 
Company, returned last week from a 
month’s vacation in Canada and 
northern Michigan and is now start- 
ing out on an extended business trip 
to cover all the large centers from 
New York to ’Frisco—a huge job. 
The company is realizing the finest 


sig 98 oa ge iin 
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business of. its history. at, present, 
operating at 750 pairs per day and 
completing plans to augment their 
capacity and increase production to 
about 1000 pairs daily. 


Liebert With Cincinnati 
CINCINNATI.—Jack Liebert, who 
for many years covered’ New Eng- 
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_ Metropolitan Life Ins. Co. 


Advocates 


The MATRIX Way 


To Foot Health 







A 





Family Problem 









The Metropolitan Life Insur- 
ance Co.'s weep re- 

roduced, a . € 
Size in the’ leading niece 
weeklies. It plainly’ states, 
“Abuse Of the feet is largely 
due to ill-fitting shoes—too 
short, too ‘natrow, too point- 
ed,too thin-soled, or with soles 
that do _ and protect the 
bottom foot”’; -' Matrix 
Shoes, fashionably made, to 
meet every requitement of foot 
comfort, are the only shoes 
manufactured with soles 
moulded to fit every curve and 
arch of the bottom of the foot. 
































































METROPOLITAN LIF 
Biggest in the World, More Assets, M. 





‘Published by 
EB INSURANCE COMPANY - NEW YORK 








No. 49-8 








este woes 











oe 


7 HIS great insurance company, spends thousands to 
teach health habits . . . thousands in research and thous- 


ands in advertising space. Its officials know that foot health is 
the foundation of general health. Their experts have found 
: fitting the bottom of the foot essential to foot health. And be- 
cause Matrix Shoes, manufactured under exclusive patent rights, 
are the only factory-made shoes ‘that fit the bottom of’ the foot, it 
can readily be seen that this advértisement advocates the 
Matrix way to foot health. : 
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“And~For Style 


Fashionable ofimericen Women Acclaim | 
MATRIX SHOES 


\ YLED in the latest dictates of the Mode, Matrix Shoes 

are fast winning favor among women of fashion 
everywhere. 9 Merchants, too, find Matrix the idea! shoe for 
selling. It wins women who want comfort and those, who. want 
style. Thus Matrix shoes cover a doublé’inarket with but a 


single investment. The stock service is as near 100% as possi- 
ble and the turnover is rapid and profitable. 
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ALL- AMER CAN 
CALF 


j. S. 

Barnet, 

& Sons, Inc. 

75 South St., 

Boston, Mass. 


Please mail samples 
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Two Splendid 
Companion 
Leathers 


In black and leading 
colors, to meet the de- 
mand of the ever young 
man of America. 


Also our famous 


GLASS and GLASSBOROUGH 


J: BARNET -S 


AND SONS, 
LYNN, MASS. 


Salesroom, 75 South St., Boston, Mass. 
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“SUCCESS’ 


Because he sells 


CRAFTS SHUES 





October 9, 1926 






IN STOCK 


“Cumfit”? Last—Men’s 
Black Kid Bal, 
Arch Support Coun- 
ter and Orthopedic 
Rubber Heel, Wear- 


proof Lining. We have introduced this fall a men’s arch-support 

D wide, 6/11 number with which you can fill the gap on your 

E wide, 6/11 shelves, for while this shoe embodies all the good fea- 

Price $4.00 tures of the higher priced shoes of this type, it re- 
tails at a popular price. 





















Discount 5%, 30 Days 






Send at once to Dept. 26 for our fall and 
winter catalog. 


G. P. CRAFTS CO. 


Mfrs. of Men’s and Boys’ Goodyear 








Welt Shoes 
MANCHESTER, N. H. 
Sales Agencies: 
NEW YORK CITY oo ae e 
ge Sis 








PHILADELPHIA > 
renege Third Se Chas. A: Modem Manager 
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RADE ONLY” 


EAST WEYMOUTH.MASS. 








(Pwsremperees 
BROCKTON _____ 





‘shoe laces: 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Manufacturers of 
MEN’S FINE 





Stacy Adams Co. 
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Near Accident Inspires Invention of Shoe Buckle 


HE harrassed mind of a Russian 

woman, driven from her own 
country by the Bolsheviki and forced 
to find refuge and.a means of mak- 
ing a living in this country. going 
out in sympathy to a steel worker 
produced an unique shoe accessory 
that is being much discussed at 
present. 

Sitting in her office high up in 
31 Nassau Street, New York, where 
she directed an importing business 
several years ago, Mrs. Olga Hoppe, 
the Russian refugee, saw a steel 
worker on the Federal Reserve 
Bank, then in course of construc- 
tion, stumble and almost fall when 
he tripped over his loose shoe 
string. He managed to maintain his 
balance on the narrow steel beam, 
far above the ground, but was sub- 
jected to laughs and taunts from 
his comrades. 

Mrs. Hoppe, with sympathy for 
poor unfortunates, thought the 
action of the man’s fellow workers 
cruel and heartless in laughing at 
his trouble, but more than that she 
thought of the danger of. untied 
From this germ of 
thought grew her invention of the 
Eagle Grip, a device for fastening 
shoe laces without tying them and 
at the same time holding them firm- 
ly. Some friends urged her to make 
her invention ornamental as well as 
useful, and the Ambecor Corpora- 
tion was formed to carry on the 
work of creating designs and man- 
ufacturing these ornamental and 





Chicago Holds .First 
Fall Meet 


CuHiIcaGo.—The first fall meet- 
ing of the Chicago Shoe Travelers 
was held Saturday, Sept. 25, at a 
luncheon in the Hotel LaSalle. There 
was a fine response to the call of 
President John F. Walsh. A bit of 
vocal exercise was tried out-as an 
“opener” and it went well, after 
which the “boys” settled down to 
the serious business of eating. The 
question of the banquet for the N. 
S. T. A. convention to be held just 
before the N. S. R. A. meeting was 
discussed and it was voted to stage 
another eventful get-together this 


year. A committee to handle the ar- - 


rangements will be appointed by 


President Walsh and plans will be~ 
made to stagevan even more elab-.. 
orate banquet. than ‘the very ‘suc~. 
cessful one of last January; an even’ 
greater attendance is anticipated. 


than the record-breaking one of 


The buckle in place on a shoe 
concealing and holding laces 


useful buckles. The buckles, the 
working principle of which is illus- 
trated here pins onto the tongue of 
any laced shoe and does away with 
the necessity of tying the old-fash- 
ioned knot. It also conceals the 
lacing of the shoe and adds orna- 
mentation to the foot. 


ee 


last. The N. S. T. A. group insu- 
rance plan now in operation was an- 
nounced and the news received. with 
much enthusiasm. 


In Shannon Green 


BosTon.—Shannon waistcoats of 
green suede, buttoning down the 
front with large pearl buttons, are 
sold with sport hosiery in light colors 
with green clocks; there are also 
Shannon waistcoats in the new rust 
color, and white wool jerseys. The 
Shannon coats sell readily at $55. 


‘T, A.-Argus is now mansgur of 
the Los. Angeles store of Hanan. 
“Mn. ‘Argus has been associated with 


‘ 


the’San Franciseo Hanan store for 
a long time, but.shas a wide ac- 
quaintance with the men’s trade; 
generally throughout the State. 
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Henry W. Cook 
President of Creese & Cook Co. 


CTOBER 5, 1926, marked the 

twenty-fifth year in business of 
Creese & Cook Co., the well-known 
tanners of fine calf leathers of 
Davenport and Boston, Mass. 

The story of this firm’s rise in 
business to the eminent position 
which they now occupy is one of 
steady accomplishment in spite of 
early difficulties and discourage- 
ments. 

Both Messrs. Creese and Cook re- 
ceived the major part of their 
leather education while in the em- 
ploy of Bernard Friedman & Co., 
calf leather manufacturers, of which 
firm the late Henry Creese, father 
of W. T. Creese, was a ‘member, 
handling all the tanning of the com- 
pany. 

Créesé & Cook Co. were incorpo- 
rated Oct. 6, 1901, with a capital of 
$25,000, Henry W. Cook being presi- 
dent, Walter T. Creese treasurer, 
and William Baker clerk, these gen- 


Creese & Cook Celebrate Twenty-Fifth Birthday 
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Walter T. Creese 
Treasurer of Creese & Cook Co. 


tlemen controlling all the stock of the 
company. The first mentioned two 
members of the concern left good 
positions in the American Hide & 
Leather Co. to enter into business 
for themselves and in spite of many 
predictions that.no small concern 
could live under the very keen ‘com- 
petition which large leather firms 
had at that time entered into, the 
partners accepted the challenge. 

The steady upward progress of 
Creese & Cook Co. is too well known 
to be elaborated upon here. Their 
present capitalization of $500,000, 
with a surplus of a like amount, tells 
a significant.story. ~ 

Messrs. Creese and Cook still re- 
main respectively treasurer and 
president of the company, and to the 
list of officers have been added Wil- 
liam H. Creese, vice-president; Guy 
T. Creese, secretary, and Wallace C. 
Cook, director. 





Mexico Increases Export 
Duty on Shoes 


A cablegram received by the De- 
partment of Commerce from George 
Wythe, Acting Commercial Attache 
at Mexico City, reports that Mexican 
import duties on footwear, jewelry 
and certszin other products have been 
raised. 

Increased duties are provided for 
boots and shoes,» cloth. foebwear, 
jewels and jewelry, polished’ granite, 
and aluminum sheets. Reduced du- 
ties are decreed for’ vegetable tan- 
ning materials and extracts, vegeta- 


bie ivory for buttons, iron and steel 
ties, wool velvet, acetone, and alumi- 
num cylinders or drums for trans- 
porting liquids or gas. 


BrRocKTON, Mass.—Harold C, 
Keith, president of the Geo. E. Keith 


Shoe Co., accompanied by Mrs. 
Keith, is now Walk-Over 
storés in aiid>)France. He 





"one HAND LASTED 
Bion F- REYNOLDS Conn. 


MASS. 








STOCK DEPT.5 


ACTION! STYLES’ 
Cot Be Stetson 
ene ~ te 
THE STETSON SHOE CO., Inc. 
Seuth Weymeoeth, Mass. 








.$8-80-Reade St. 





HENRY LILLY CO. 
New York 


AUCTION TRADE SALES 
of 
SHOES and RUBBERS 


tvery Wednesday and Friday 
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F WHERE TO BUY 


Women’s Novelties 


DO YOU NEED 


Women’s Novelty Footwear? 
Jobs, cleanouts and to $5 regular 
sellers. 

Send for samples now! 


SAMUEL COHEN SHOE CO. 
72-82 Lincoin St. Boston, 





Latest Styles at 
Popular Prices 

7 Mways in Stock. 

Fas ST.~NEW YORK CITY, 





























: PARISTYLE ican MF@. CO., _ 
non fe Office. ae 14816, tT ey. 
HIGH GRADE TURN MULES eod D’ORSAYS 
Satine, Kids, Brocades and Fancy Patterns 

$24.00 per doz. and Up. 














New York City 
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HE St. Louis Shoe Manufactur- 
ers and Wholesalers’ Association, 
in conjunction with the St. Louis 
Star, a leading evening newspaper, 
will inaugurate a “Modern 4-B Cin- 
derella Contest,” which will attract 
the comely beauties of St. Louis to 
enter the event with the hope of 
carrying off the coveted prizes of- 
fered for the successful candidates. 
The announcement was made this 
week through the Star, and each 
day’s progress in the contest will 
be heralded by the paper. The 
principal interest of the shoe manu- 
facturers in arranging the contest 
was to select from the feminine 
charm of St. Louis a_ sufficient 
group of girls graced with 4-B feet 
to adorn the runway during the St. 
Louis Pageant of Footwear~ Fash- 
ions to be held Nov. 29 and 30, and 
Dec. 1, 1926. 

In addition to receiving a reward 
for possessing the prize 4-B foot, 
those pronounced winners will be 
selected for a place in the prome- 
nade of footwear fashions during 
the style show. One of the condi- 
tions of the contest is that those 
awarded prizes must in so doing 
agree to appear on the runway. 
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Modern Cinderellas in Contest 


October 9, 1926 





The cash prizes are $100 first 
prize, $50 and $25 second and third 
prizes respectively. Each girl will 
be presented with footwear. Five 
prizes of $6 each have been added. 
Those chosen winners will also re- 
ceive the regular compensation for 
appearing in the style pageant. 

A blank is printed in the paper on 
which the entrant must fill in the 
measurements of the foot in the 
following order: length, ball, in- 
step, ball heel and waist measure- 
ment. 

While the foot is the principal 
part of the anatomy involved in the 
contest, the winner must necessar- 
ily display other qualifications. 
Poise, beauty and figure will as 
well be considered by the judges 
in selecting the winner. 

The contest will run three weeks, 
during which time the St. Louis 
Shce Manufacturers and Wholesal- 
ers’ Association expects to attract 
sufficient entries to assure a 100 
per cent 4-B footwear style show, 
which, if accomplished, like "Trudy 
Ederle’s channel swim, will be 
broadcast as one of the first foot- 
wear style shows having success- 
fully performed the feat. 











Executive Offices Moved 


HIGHLAND, ILL.—Creel, Mauldin 
& Chambers, Inc., manufacturers of 
men’s dress welts, have removed 
their executive offices to Highland, 
Ill., where their factory is located. 
Thomas L. Mauldin, president, says 
that his company’s new: policy of 
stocking every shoe necessitated the 
merger of office and factory. The 
company is producing 1000 pairs per 
day, twenty . styles, young men’s 
“snappy” calfskin oxfords—all in 
stock. Travelers are already in the 
field, as follows: D. A. Albro, Michi- 
gan; K. F. Curry, Missouri; S.. H. 
Fuller, West Texas; A. O. Gardner, 
Kentucky and Tennessee; M. E. 
Graham, Minnesota and Wisconsin; 
F. F. Hanes, California; G. W. 
Hewitt, Illinois and Indiana; L. W. 
Kennedy, Alabama and Mississippi; 
S. M. McGehee, Oklahoma; J. J. 
O’Riley, Oregon and Washington; 
A. F. Smith, East Texas; Joe 
Valdes, Georgia and Florida; Ralph 
Van Buren, New York; W. E. Wil- 
liams, Mountain States; I. F. 
Wright, Nebraska and Dakotas; W. 
J. Zepp, Iowa; G. C. Zumwinkel, 
Ohio. 


New Shoe Department 


BIRMINGHAM, ALA.—H. §. Miller, 
formerly in an executive position at 
the Cymons Shoe Store, Boston, has 
recently opened a shoe department 
in the Parisian Company here. Mr. 
Miller is featuring the latest novel- 
ties in women’s footwear, retailing 
from $3.45 to $6.95. Mr. Miller, who 
has a fine personality, is building up 
a large clientele for his new store. 
The first “ad” of the Parisian Co.’s 
shoe department stated—“Henry S. 
Miller is the biggest shoeman in 
Birmingham,” which 
true, as Harry stands 5 feet, 11 
inches, and weighs 235 pounds. 


_ A Seamless McKay 


LYNN—A new idea in shoemaking 
that engages the attention of Lynn 
manufacturers provides for a seam- . 
less McKay shoe. The shoe is sewn 
by the regular McKay machine, but 
the stitches are covered over by a 
fold of the insole so that the insole 
of the shoe is as smooth as is the 
insole of a welt. This new shoe is 
expected to appear in the markets 
in due course of time. 

Lasting tacks, as well as sewed 
seams, are covered up. 
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IRRADE interest in intercity golf 

tournaments became an actu- 
ality on Thursday, Sept. 30, at the 
Englewood Golf Club, Englewood, 
N. J., when the Metropolitan Shoe 
and Leather Golf Association staged 
successfully the first of an intercity 
series of tournaments with the Bos- 
ton and Philadelphia Trade Associa- 
tions. The “Bostonians” acquitted 
themselves in commendable fashion 
under the leadership of Karl E. Mos- 
ser, captain, and thereby winning an 
attractive trophy statue of “The 
Golfer” presented by the Metropoli- 
tan Association to the victor of the 
intercity tournament. 

Following the serving of a satis- 
fying luncheon and the completion 
of double round of golfing, Frank 
H. Miller, president, Metropolitan 
Association, invited those present to 
remain as his guests for a dinner 
later given in the club. grill. 
Mr. Miller as a genial host made 
further remarks of welcome to the 
visiting golfers, following which 
Everit B. Terhune, president of the 
Boston Association, and Earl C. 
Cookman, secretary of the Philadel- 
phia Association, made appropriate 
expressions of thanks to the host 
and local association for the hospi- 
tality extended their visiting delega- 
tions, and subsequently invited the 
Metropolitan Association to a return 
match in their respective cities 
under similar conditions. It was 
tentatively suggested. by Mr. Ter- 
hune that the next intercity match 
be held in the spring of 1927 in Bos- 
ton, which met with apparent ap- 
proval. 

Aside from the capture of the 
intercity match, two members of the 
Boston delegation were awarded the 
visitors’ prizes, Karl E. Mosser win- 
ning best 18 low gross and Lloyd 
Thayer best 18 low net. Winners of 
the various prizes posted for local 
membership play were as follows: 
W. D. F. Gibson, 36 holes, low gross, 
178; Frank I. Hecht, 36 hoies, low 
net, 146 (Schmoll Fils Cup), ac- 
quiring permanent possession of 
same; Edgar A. Hertz, Garside Cup, 
computed on point basis over sea- 
son’s average; Harold Connett, 18 
holes, low gross (morning), 92; M. 
A. Desmond, 18 holes, low gross 
(afternoon), 90. 

The visiting Boston ddlegutiie i. 


Boston Shoe and Leather Golfers Win 


cluded Karl E. Mosser, Frank A. 
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hune. The Philadelphia contingent 
included Earl C. Cookman, “Tom” 
Devine, W. D. Byron, Joseph Byron, 
Harry Eby, “Mike” Stiles and 
Messrs. Altendofer, Ichler and 
Homer. Others present were Joseph 
Ball, Toronto; Frank H. Miller, 
Louis F. Clarendon, W. A. Waring, 
M. Dworetzky, Jr., Ange S. Arbib, 
Robert Arbib, J. Hamilton Brown, 
William Mabes, C. B. Barndollar, 
E. W. Morrison, Jr., Frank Lang, 





Boston alpen won this trophy in com- 

petition with teams composed of shoe 

and leather men from New York. and 
Philadelphia 


Frank I. Hecht, Warren Wheeler. 
Louis J. Robertson, George W. 
Baker, Jr., C. M. Grether, Thomas F. 
Cunnings, Harold Connett, W. D. F. 









IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 


Misses’ 
$1.20 pr. 








Childs’ 
co INC! pr. 
St., New York, N. Y. 








IN STOCK—Black and White 
kid, medium hard a4 soft toe 








ron qua uty at 
w price 


Catalog 





DAVID SHOE MFG. CO. 
129-135 W. Central Parkway, Cincinnati 











LYONS AND COMPANY 
Hand Turn BALLETS 


Wo's. Miss’. Chd’s. 
$1.50 $1.45 $1.40 
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SHOE ORNAMENTS” 


Studded Heels 
Yor! 





“ELAM” 
Flexible Turn Shoes 
Per the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 











RAS SLES 


# WHERE TO BUY 8 





= PteaLTH SHOE. 


Ask for New 
Catalogue 


Powell & Campbell 
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Harney Made Sales Manager of Flexridge 


CINCINNATI.—W. J. 
Harney, formerly 
with Vollman, Law- 
rence & Company, 
has been appointed 
sales manager of the 
Flexridge division of 
the Duttenhofer 
branch of The United 
States Shoe Com- 
pany, effective Sept. 
1. 


Mr. Harney, known 
from coast to coast, 
is an experienced 
shoe man, and is 
thoroughly familiar 
with the feature shoe 
for women. Previous 
to his work with the 
Vollman company, 
Mr. Harney was influ- 
ential in promoting 
the Menihan Arch 
Aid shoes. 








Kinney Net Shows Decrease 


The Financial World reports that 
net profits of G. R. Kinney & Co. 
for the six months ended June 30, 
1926, after all charges, amounted 
to $226,530. This was equivalent, 
after preferred dividend require- 
ments for the period, to 15 cents a 
share on the 60,000 shares of com- 
mon stock outstanding. This com- 
pares with $562,582 or $5.75 per 
share of common for the corre- 
sponding period of a year ago. 


' SaleSfer the half year showed a 


decr@ase of $122,889. This decline 
was attributed by the company to 
the abnormally cold spring and un- 


seasonable weather on Saturdays,. 


which day is an important one in 
the retail shoe business. Aside 
from that factor, the company 
opened a large number of new 
stores during the first half of the 
year, which have not as yet begun 
to show profits, although the ex- 


penses of these new units were re- 
» flected. in the income account. i 


In issuing the statement, E. H. 


Krom, president, said, “I expect that, 


results during the second half of 
1926 will be better than the corre- 
sponding period of last year. Care- 
ful plans jhave been laid for 
creased Voltime “this fall and I. be- 
lieve the future prospects were 
never better. Our July @nd August 


sales show an increase of over 8 
per cent.” 


He who has good health, -good hu- 
mor and no debts is not poor.— 
Walk-Over Factory Prints. 














IWINDOWS 


ezered: 
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And There’s 
10,000,000 
Like Them 


There’s Jones—banker or bootlegger, what 
difference does it make—he’s got the money, 
and brains enough to know that appearance 
counts in business. He asks only one thing of 
you: 












A custom-fashioned shoe, that 
fits well, and that by its very ap- 


pearance bespeaks the quality 
that is in every line and stitch. The Center 









And there’s Smith—he may or may not have 
much money but one thing he has got and 
that’s achy feet. He’ll be your friend for life 
if you give him: 









Relief for his achy abused feet. 
Price does not matter. He wants 
and must have relief. 













Consider, then, The Arch Preserver Shoe— 
successful beyond belief in store catering only 
to the most fastidious, 






Jones will like the shoes as shoes 
and will appreciate the added 
comfort built into The Arch Pre- The Ohio 
server Shoe. 


While Smith will shout the com- 
fort of Arch Preserver Shoes 
from the house-tops. And how 
proud he'll be of their styleful 
appearance. 











Think it over— 
ONE SHOE FOR TWO MARKETS. 












National advertising increased—40 styles in 
stock— catalogue just off the press—send for 
it. 
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Yes Sir! S HE nwo OD Stands for 


Built Sold 
licked 

on ATISFACTION 

Honor ALES Merit 


A Thirty Year Record 


Two Really Beautiful 
Models for Your Smart 


Customers. 


Our Salesmen are atall - : 
times ready and most 5 iene aiiniiaeh, 


B-455—CIRCLET’ 
Silver Brocade Paisley, Silver Kid Trim a PB Midnight Black Velvet, Paisley Brocade 
and Heel, Rhinestone Circle, Beauty Arch. willing to Serve you. Inlay, Trim and Heel. 


G. A. Schaub, Sherwood Shoe Co., Rochester, N. Y. O. Fox, 593 Park Ave., Rochester. 
. F, Schneider, 907 Marbridge Building, 1328 Broadway, W. W. Courtney, awe 2, 1068 E. Moreland, Memphis, Tenn. 

New York. G. A. C P. O. Box 339, Hopkinsville, Ky 

W. F. Schoell, 119 So. 4th St., Philadelphia. Ed, Hunter, 552 W. Wooster St., Bowting Green, oO. 

R. L. Wall, 142 Manhattan Place, Los Angeles. Ww. Jennings, 6744 Edgevale Road, Kansas City, Mo. 

F. J. LePine, 1618 Republic Bidg., Chicago W. T. Jones, Box 396, Benbow Arcade, Greensboro, N. 

Chas. Bg eres 503 Mandala Bl e. Oakland Aa _ Kushins, Madsonia, 651 E. 1si South St., Salt cake City. 

Wm. P, Carlock, P. O. Box 484, Greenville, L. D. Mazur, 926 East 36th St., Indianapolis, Ind. 

Jack C. Clark, 835 Cornelia Ave., Apt. 38, “a Trust Dept., . C, Silliman, 1848 Elm S&t., Stratford, Conn 
Chicago Trust Co., 79 W. Monroe St., Chi cago. . D. Waldron, Hotel Henry, Pittsburgh, Pa., or 10915 Lake 

Cc. B. Rowley, 53 Belmont St., Rochester. Ave., Apt. 24, Cleveland, O. 


SHERWOOD SHOE CO. Rochester, N. Y. 


¥ FE | 
ol New Trade for You ™. 


with TRACE MARK REG. VU. 6. PAT. OP FICE 


Capezio Toe and Ballets Send for catalog of 
Play Footwear 


for Children and 
In Pink Grown-Ups Carried 


Professional 
Hard and In-Stock 


Suft Toe y Berkshires are genuine hand-sewed moccasin, expertly made, of best 
Slippers. White d. quality custom. 


BERKSHIRE ‘2%. Cotsetien Holliston, Mass. 


Pacific Coast Office, 2015 Shattuck Ave., Berkeley, Cal. 


on 



































Better stores throughout the coun- 
try are agents for CAPEZIO fa- 
mous ballets’ 

‘They are impressed with the fact 
that professional dancers ask for 

them by name. Lys pg ed Saree 
Perhaps your territory is open. 
Write :— 

Ask for samples and prices of our 
special ballet slipper ribbon and superb  fittin 
lamb’s wool. ; ; quai sige an 


CEE 


Established 1887 


\ oo West 48th Street New York City 
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There Lies the STRENGTH 
of the Shoe 

















The Crawford Arch Supporting 
Shank is-a durable sliding steel 
shank. The top bar is notched at 
the forepart so that it may be at- 
tached to the insole. This bar is 
made of high carbon steel, well 
tempered and hardened. The 
lower bar is fitted with an elon- 
gated slot at the heel which allows 
a free sliding movement. A lock- 
ing device at the forepart prevents 


abe eee Sew ena e sHANK of the shoe is its vital part. 
The life and appearance of every shoe de- 
@ pends considerably on its shank construction. 


In order to withstand the weight, friction and severe 
en iM Suan strain that takes place at this spot, a durable, resilient 
arch supporting shank is necessary. 


The Crawford Arch Supporting Shank embodies the 
combination of rigidity and flexibility. This shank 
stays with the foot in every position. When the weight 
is on the foot the rigid bar gives the necessary firm- 
ness. As the weight relaxes the flexible band springs 
with, and hugs the relaxed arch. 


United Shoe Machinery Corporation 


Boston, Massachusetts 
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IN STOCK 


Rhinestone Trimmed 
Stra 


COLORED LEATHERS—$9.00 


IN PATENT, SATIN AND 
PLAIN PATTERNS AT 


PER DOZEN PAIRS. ALSO IN 
LOWER 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 











If we could make Greeley Boudoirs 
any more beautiful and attractive we 
would do it. They are recognized as 
the leaders by the leaders among dis- 
criminating merchants. If you care to 
examine a sample—with prices—just 

ask for them. You can buy 
these slippers from stock. 


A. W. GREELEY 








Manufacturer 
Haverhill Mass. 





3ROOKS TOE SLIPPERS 


i TOE SLIPPERS Sih 


BOX TOES 


618 BLACK KID 
Women’s 2% to 8 $2.80 
Misses’ 11% to2 2.75 
Child’s 6 to 11 Je 
No. 608 
PINK SATIN 
Women’s 2% to 8 


Misses’ 11% 
Child’s 6 to 1 


* ) 0 
Oe oO Dees & ae Coen Onn OD 
Street Philadelphia; Pa. 





GROPING IN THE DARK 


Time was when the purchase of advertising space was 

“blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 








Do You Know What 
a Stogie Is? 


Or a Slunk? 
Or a Skiver? 
Or an Everett? 


All the unusual names used in the 
shoe and leather industry, as well 
as those in everyday use, have 
been brought together in one 
compact volume—the fifth re- 
vised edition of the 


Shoe and Leather 
Lexicon 


But it is more than a trade dictionary 
—for in it, in addition to trade defi- 
nitions compiled by shoe and leather 
authorities, are to be found correct 
anatomical drawings of the foot, tables 
of foot and last measurements, stand- 
ard carton sizes, systems of size mark- 
ing, hosiery sizes, how to figure profits, 
classification of leathers, standard size 
lengths and many other features. 


An invaluable book for everyone con- 
nected with any branch of the shoe 
and leather industries. 


The Price Is Fifty Cents 
(Cash with Order) 
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Tucson, Ariz.—The Leathercrafters, 
leather, incorporated with authorized 
capital of $30,000. 

DOVER, DEL.—Dohan Glazed Kid Co., 
leather products, incorporated with au- 
thorized capital of $100,000. 

Nixon Booterie, a ~~ oa 
with authorized capital of $5,000. 

CHicaGco, Int. — National Dress 
Stores (127 N. Dearborn St.), shoes, 
etc., incorporated with authorized cap- 
ital of $50,000. 

Joseph L. Robins (1748 W. North 
Ave.), shoes, reported sold out. 

Peoria, Int.—Sandler’s (313 S. 
Adams St.), shoes, etc., incorporated 
with authorized capital of $20,000. 

MONTICELLO, IND.— Huffer Shoe 
Store, shoes, reported selling or. sold 
out. 

Bancor, Mg.—Stover & Prilay Shoe 
Co., shoes, reported sold out to A. F. 
Anderson. 

BEVERLY, Mass.—J. F. Cooney Shoe 
Co., shoe manufacturers, recently com- 
menced business at 65 Bows St. 

MINNEAPOLIS, MINN.—Swager & 
Mettayer (3010 27th Ave. S.), shoes, 
etc., succeeded by Mettayer Shoe Co. 

DETROIT, MicH.—Le Fevre-Siess Co., 
Inc. (6525 14th Ave.), shoes, reported 
selling or sold out. 

Montciam, N. J.—Samuel Lert, 
shoes, etc., sold branch store at Orange 
Ed Bornstein; continues business 

ere. 

Jersey City, N. J.—Nathan Pollock 
(758 Ocean ‘St.), shoes and repairing, 
discontinued here; now in partnership 
with Harry Eblowitz at 25 Suffolk St. 
New York City. 

PertH Amboy, N. J.—Jacob Dia- 
mond, etc., reported sold out to 

VY 


A. P. x 
BrooKtyN, N. Y.—Lickaw & Co., 
slipper * manufacturers, incorporated 
with authorized me al of $20,000. 
Beerman Shee rp., shoes, incor- 
poms with authorized capital of 


New York Crry.—Sklar & Mirra, 
shoe manufacturers, incorporated with 
authorized capital of $30,000. 

General Footwear Co., Inc. (476 
Broadway), slipper manufacturers, 
——— by the General Footwear 

orp. 
Goldstein & Batterman (Gold Bat 
Shoe Co.) (123 W. Houston St.), shoes, 
succeeded by Gold Bat Shoe Co., Inc. 

OZONE PaRK, N. Y.—Herman ‘Revere, 
shoes, reported selling or sold out. 

Mount VERNON, N. Y.—Vernon Shoe 
Co., shoes, incorporated with authorized 
capital of $25,000. 

ELLENDALE, N. D.—Morris H. Pittel, 
shoes, ete., succeeded by Home Trade 
Store, Inc. 

YOUNGSTOWN, OHIO. a ped 
Shoe Store, shoes, reported selling 
sold out. 

Beaver Fawtus, Pas—Purviance & 
Flinner, shoes, reported would discon- 
tinue business Oct. 1—-sel out to 
Max H. Barnett of Rochester, 

AMHERsT, TEXAS.—O’Neal Dry Goods 
Co., shoes, etc., feported sold out to L. 


J. G 
Wasi.—N. C  Rabegae a 


BELLINGHAM, 
J¥. (Phitlfps" Shoe’ Store), shtes, 


CHANGES IN BUSINESS 








reported sold out to Haffner & Rath- 
man. 


Business Reverses 


San FERNANDO, CAL—M. Baron 
(Baron Dept. Store), shoes, etc., re- 
ported assigned. 

SouTH NoRWALK, CoNN.—Charles M. 
Freidson (Palace Bootery), shoes, re- 
ported petitioned into bankruptcy. 

WASHINGTON, D. C.—Harry Harris, 
shoes, etc., reported petitioned into 
bankruptcy. 

JACKSONVILLE, FLa.—Simon J. Gross- 
man, shoes, reported petitioned into 
bankruptcy. 


FITZGERALD, GA.—Ben Aronson (Bos-_ 


ton Store), shoes, etc., reported peti- 
tioned into bankruptcy. 

ALEepo, Inu.—Gerald A. Meyer, shoe 
shop, shoes and repairing, reported 
petitioned into bankruptcy. 

ELKHART, IND. o Floyd s McGlinsey 
(Fashion Boot Shop), shoes, reported 
receiver appointed 

MARSHALLTOWN, Iowa. — W. H. 
Thompson, shoes, reported offering to 
compromise at 20 per cent. 

Boston.—Dennett & Goodard, Inc., 
leather, reported Nathan W. Dennett 
individually petitioned into bankruptcy. 

Farber Shoe Co., wholesale shoes, re- 
a = to compromise at 25 
per ¢ 

— Shoe Shoppe, Inc. (7A Spring 
St.), shoes, reported petitioned into 
bankruptcy. 

nemart, Mass.—Engel Shoe Co., 
Inc., shoe manufacturers, re re- 
ceiver appointed. 

BROOKLYN, N. Y.—H. D. Roberts & 
Co., Inc. (123 Smith St.), shoe manu- 
facturers, reported closed by sheriff, 
or execution. 

Reggio & Stockman, Inc., shoe manu- 
facturers, reported meeting of creditors 
was scheduled. 

New York Ciry.—Joseph Fruch 


(60 First Ave.), shoes, reported vd 


tioned into bankruptcy. 

Melrah Shoe Co. MoRe4 Eighth Ave. ), 
shoes, reported meeting of creditors 
was scheduled for Sept. 30, a 

Isadore Zelowitz (also known as Isa- 
dore Zelowitzky) (1334 Third Ave.), 
shoes, . reported petitioned into 
bankruptcy. 

LoraIn, On10.—John Palaggi (2835 
Vine Ave.), shoes, etc., reported meet- 
"rn eer, po tae ge 

A. 8 
(“White .”’) (5330 Baltimore 
Ave.), shoes, reported petitioned into 
bankruptcy. 


p . * vy 
Seprine, On10.—Bert Baer, shoes, 


Se ee ee ee ee 


or Wins. Ba Northampton St) = 
E. No 
ig: reported receiver appointed. 
TexAs.—Dalkowitz 


ANTONIO, 
Bros. etc., 
om Ci Tne hoes reported peti- 


into bankruptcy. 


* SextTE WA 








2 
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P. N. Sylvester 


P. N. Sylvester with 
Little Witch 


P. N. Sylvester, until recently in 
charge of sales with Engel Shoe Co. 
of Everett, Mass., and previous to 
that with the Saco Shoe Co. of Saco, 
Me., has become associated with 
the Little Witch Shoe Co. of Salem, 
Mass., and is in full charge of the 
merchandising of their product. 

The Little Witch line consists of 
the Tri-To-Walk infants’ shoe, a 
complete line of children’s stitch- 
downs, and a novelty article of foot- 
wear known as the Wiichcraft Slip- 
per, which is taking hold very well. 
The new Boston office of this firm 
is at 207 Essex Streét. 


‘4 


utd i 


McGovern Moves Pcscaiiel 
Offices 


CoLuMBus, OHIO—The McGovern 
Shoe Co. has moved its executive 
offices to Logan, Ohio, where their 
main factory is located. They will 
retain their sample room in the 
Stoneman Building at Columbus. 

This company has recently de- 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 Seat: Seat Snes Se 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED When advertisers desire answers to come in our ca 
<A re 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
ee ee ae oa. vertisers desire replies forwarded direct to their address, 
re 1 a dame rge 75c. cock, and St ile SPSED ee De SEIT Ot Oe 

7c per word. Minimum Charge $1.25 > Meserions 
Payment in advance is required, except when regular 


ALL DISPLAY SPACE , 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 


Tether ott’. 














wre 


w 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 





wo 241 





We have an opening for pro- 
Salesmen! Make Good Money ducers who cover their territory 
close, in the following states: 

gp sos a Stitchdowns! Alabama, Georgia, Florida, Ohio, 
: rowing Girls Welts! Indiana, Michigan, Kentucky 
No. & So. Carolina Well advertised—well known jline of Mil- Pennsylvania. New spring line 

ee ma . 7 
Iowa & Nebraska minute and Priced “right. pai velit e: prem Be watng 15, oem Perey 
: 8% 6 seek retinal give territory covered in detail, 
Georgia & Florida 8% commission ca welts. amount of shipments, present 
connection, etc. 


Want only men who know they can make 


Miss. La. and Okla. good in these territories and who want 
a permanent connection. Ramsey ‘s, Inc., 
347 Rider Ave., 


WRITE TODAY New York City. 








Address C-390, c/o Boot & Shoe Recorder, 


189 W. Madison St., Chica ll 
Sa 5° Ill. Experienced Shoe Salesman 
Wanted for territory covering portion 
of Southern Pennsylvania, Western Mary 
land and the Shenandoah Valley of Vir. 
. One with established trade in this 
section poetuenes. tag information must 
accompany application 
A REAL OPPORTUNITY SALESMEN WANTED The Rice & Hutchins 
P elphia Compan 
FOR SHOE SALESMAN oniot one of the best known lines of popular 16 N Fifth St, Philadelphia, Pa. 
We are ready to add a good man to our v ° 
sales force; the territory is in the South; j.F —— ein nak en” leather 
the firm is the most successful importing Sal oth tase h 
and domestic mannfacturer of novelty shoes ee ee ae = 
and slippers; establishing trade and nation- eral commissions. p Porte thy . . KENTUCKY and TENNESSEE 
ally known trade-mark; line includes the Following 8: z ior 4 Secuies open for honest- salesman. 
most successful novelty shoe on the market; naar a 3 _ open for 1927. Samp! Milwaukee made line of children’s 8 stitch- 
newest and most beautiful French mules; ee ee downs and growing girls welts. Six 
complete line all types bedroom slippers and North Daketa Stosetost per cent paid on stitchdowns, eight ber 
house shoes; experience essential; drawing om Saas Fostucty cent on welts. Our new line is rea 
account against commissions; unlimited op- Alabama Colorade Write at once. Addrens 
portunity for development; give details first Tennessee Wyeming care Boot and Shove Kecorder, 
letter, age, experience, yearly sales, earnings West Virginia Georgia ~ West Madison St., Chicago, 
and references; strictly confidential. 
In reply state territory covered, age and 
Address C-392, care Boot and Shoe give references in first letter. 
Recorder, 207 South St., Boston, Address: — e/e Boot & Shee Reeprder ANTED—A representative for Pennsylvania 
Mass. 70 Exchange Street, Rochester, N. Y. Wr sell a tine of men's fine shoes to retail 
prt wo on commission. Well known line of shoes, 
2 of care men’s ote, thorough quality. Address 
C25 and Shoe Recorder, 207 South 












































COLORADO and Adjoinin 

‘ States a ” Salesman Wanted 
ive hnstling salesman wanted to sell . i with tablished 

up-to-the-minnte line of children’s stitch- Tato In’ Tennessee, South Carolina and Ale- \ Children's and Misses’ Turn Shoes? Splen- 
down footwear and growing girl’s welts. bama gy # of Birmingham. An excellent op- id opportunity for high grade shoe sa’ 
Commission six per cent on welts and portunity represent @ ee — References with application. aan C-243, 


interested in an up-to-date line of 


eight per cent on stitchdowns. makers ot” = BH  Ph Sehae’ ter abut re Boot and Shoe Recorder, 207 South St., 


‘ Writ is 
Coa72. care eat tee Shoe Re- When writing give previous experience, ref- Boston, Mass. 


ecorder, 189 West Madison §&t., lp cgpeer = Ae tte 
Chicago, lil. MacLAUGHLIN-SWEET, Ine., Auburn, Maine WANTED: We desire live wire 


representa 
tives with established shoe trade in Tilinois, 
Missouri, Kansas, Iowa and Nebraska. We 
manufacture for the retail trade our e 
advertised ag of es er pular —< So: 


P *s 8 WANT SALESMEN FOR BEAUTI- 
“ano WING GIRLS WELTS. FUL LINE, FAST REPEATING ete = First wine, 
1ow INFANTS’ FLEXIBLE TURNS. i sy Pe ie pout : 4 an * 
open for aggressi lesma. To ca as side line on straight commission 4 reine 
commission paid on ‘on ee % gir site, beste. 4 numbers—all in stock. No un- STOCK for immediate 
8 per cent commission on ch: packing. Instant display on opening case. 
downs. Tine long. enough for f ¥ Choice territories. References, first letter. ae 
HELMNOLZ SHOE MFG. SCHUYLKILL SHOE CO. . 
Milwaukee, Wis. Orwigaburg, Penna. ready business in = oa a 
C. Goodger, Inc., Testisten be 3 
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SALESMEN WANTED 





FOR RENT 


FOR RENT 











SALESMEN WANTED—To sell $5 retail 

sellers in novelty rae ge as side or regular 
line, N, E., Connecticut, New York, _ Pennsyl- 
vania, Chicago, Detroit. On commission basis. 
References required. Address, Cusher Shoe 
Co., 207 Essex Street, Boston, Mass. 


WANTED—Wide awake salesmen with estab- 
lished trade to sell our line of Infants’, 
Children’s and Misses’ Turns and Stitchdowns 
in Indiana, Ohio, Iowa, Kansas, Arkansas, 
Texas, Oklahoma and California on 7 per cent 
commission basis. Give full ay ae - 
experience in your first letter. THE K 

SHOE CO., Orwigsburg, Pa. 


RESIDENT salesman for Pacific Coast to sell 
a popular-priced Brooklyn novelty turn. 
Commission. Wonderful op pg | for man 
with established trade looking for a live snappy 
line -Also man to travel Jersey, pRB eas 
Delaware, Maryland and Virginia. Give refer- 
ences, experience and all information in first 
letter. Confidential. Address (-389. care 
Boot and Shoe Recorder, 9th Floor, 239 W. 
39th St., New York, N. Y. 


WANTED— Retail Shoe Salesman in god 
town, Central Wisconsm. Address C-391, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














POSITION WANTED 








Experienced in 
Credits: Office 
and 
Sale Management 


A New England-bred man, con- 
nected since boyhood with shoe 
manufacturing, desires respon- 
sible executive position as credit 
man, treasurer or sales manager 
with large house. Experience in 
these duties has been gained in 
some of New England’s best 
known factories. Has, excep- 
tionally fine references. Can as- 
sume position at once. If inter- 
ested, write to C 380, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 








Desiring Larger Opportunity 
where results bring advancement, buyer and 
manager of ladies’ and children’s shoe depart- 
ment for twenty years seeks position. Refer- 
ences as to ability and honesty furnished. 
Services available without much delay. 
Address C-382, care Boot and Shoe 
Recorder, 239 W. 39th St., 9th Floor, 
New York, N. Y¥. 

















LINE WANTED 


WANTED a ladies’ line of ular price in 
stock shoes ior Georgia Five 





men’s shoes. Thirty-two years of age, married, 
and cover territory in car. Address R. M.C., 
P.O. Box 827, Atlanta, Ga. 











HELP WANTED 





MANAGES WANTED for retail store of 
auetenss: Rat cotiaen, tables 

to 
ceitie tn’ ewe ‘Vert Gly cnaeenee tenn Interest- 


ing salary arrangements. Write 
stating age. Le care Boot and Shoe 
corder, 207 South St. a 


© 





FOR RENT 


Fine office and salesroom in 
heart of N.Y. City shoe trade, 


suitable for one or two lines. 


C-381, Care Boot and Shoe Recorder 
239 W. 39th St., 9th floor, N. Y., N. Y. 

















ween oa eo a ea ea eo a eo ea a 2 eo eo oe eS 








HELP WANTED 


EXPERIENCED, energetic manager, also re- 

tail shoe salesman wanted. Permanent 
position. Good future. University town 35,000. 
Wire references, detailed experience, age, and 
sulary expected. Mail photo. Box 189, Cham- 
paign, ali. 








ANTED—A representative for Missouri, 

Kansas and Oklahoma; also one for the 
large cities in Ohio, Michigan, and Indiana; 
one for Wisconsin, Minnesota, North and 
South Dakota; for the large retail trade for 
the most popular line of better grades of Boys’, 
Youths’, and Gents’ Goodyear Welt Shoes. 
Staple lines carried in stock. Commissicn 
basis. Give experience and references. Ad- 
dress C-387, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





ANAGER—One of the most progressive 

chain store organizations in the cuuntry 
has aa opening in its store management and 
executive departments for two highly capable 
individuals who have vision and initiative and 
who can produce results. Applicant may not 
be over 45 years of age and in a position to 
move to central headquarters. He must know 
his business and will receive a salary 
with opportunity to still further share in the 
growth of the business. Write in your first 
lettér giving full particulars. All replies will 
be considered absolutely confidential. Address 
C-384, care Boct and Shoe Recorder, 207 South 
St., Boston, Mass. 








FOR SALE 


WANTED TO PURCHASE 











HIGHEST CASH PRICES PAID 


for entiré shoe stocks. We also buy 
your surplus or slow sellers. uantities 
no object. Retail or wholesale. Short 
term taken off your hands. 
Wire or phone us. Correspondence 
confidentia: b 


MAX GLA G 
436 Grand Street, New York City 
We also aq _Gothine. hats, js a 
nishing goods, e Dry Dock 0352 








CASH PAID 


tor entire shoe stocks or ¢ us stocks 
of shoes or other Any 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
623-624 Broadway, New York, WN. Y. 
Phone Spring 1443 











CASH PAID 
shoe 


Kalter Cerf. Mercantile Co., Inc. 
By ey Be Ae 











For SALE—Profitable shoe business, estab- 
lished four years in Toledo, Ohio. Doin 
$45,000 ennai. Rental $125 monthly. will 
sacrifice. Address C-375, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


FOR SALE—The machinery uipment, last, 
dies and patterns for manufacturing 1500 
irs men’s and boys’ dress and work, Goodyear 
elts, also heavy nailed shoes. Address 
C-385, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


For SALE—High-Grade General Shoe busi- 
ness in progressive city of thirty thousand. 
Stock invoice approximately thirtv-five thousand 
dol'ars. Last year earrings, twenty per cent 
entire investment including fixtures and ac- 








counts. Vi this r ten per cent over 
last. C vited le 
Will - He with 

ill con cana managing partner 
third or half interest. C-383, care 
Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 


——— 
WANTED TO PURCHASE 








MISCELLANEOUS 
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MISCELLANEOUS 


MISCELLANEOUS 





ESTABLISHEO 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


Z_= 
MEYER CO. 
Trid<y) 
263- 271 LEXINGTON AVE , BRODKLYN. NY. 
AMERICA'S GREATEST 
SHOE CARTON & LABEL MFCS 


FRANK ( 
Of cans 








Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 
Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 





New and Used Chairs 


Save floor space 
and make your 
store more attrac- 
tive. 


Finished. in any 
color and recov- 
ered to match fix- 
tures or furniture. 
Stock always on 
hand Shipped 
anywhere. 


Prices: From $2.00 each up 


Crown Motion Picture Supplies 
Now located at 729 7th Ave. 
3rd Floor, Room 310 
New York City - --.»s---- N. Y. 























WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St., Philadelphia 
Are Business Getters 
Send for Catalog and Prices 








OVEN 


SHOE 
LABELS 


Mak OWA AGMA A ahd 
PERMANENT MARK 


F.H.KLUGE 
WEAYING CO. 











cfhoe Carton 
Labels 
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TATEMENT of the Ownership, Management, 
.. required by the Act o 
Congress of August 24, 1912, of “Boot and Shoe 
Recorder’’ published weekly at New York, N. Y., 
for. October 1, 1926. State of Massachusetts, 
Cm of Suffolk, s.a. 
Before me, a ‘Notary Public in and for 
State and bas 4 geen 


ny, 

and that the following 
is, to the best of his knowledge and belief, a 
true statement of the ownership, management (and 
if a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the 
above caption, required by the Act of August 24 
1912, embodied in section 411, Postal Laws a 
Regulations, printed on the reverse of this form 
to wit 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers are: 

Publisher: Boot and Shoe Recorder Publishing 
Co.. Boston, Mass. 

Editor: Arthur D. Anderson, Brookline, Mass. 

Managing Editor: Arthur D. Anderson, Brook- 
line, Mass. 

Business Manager: Wm. M. LeBrecht,. Hingham, 
Mass. 

2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding one per 
— or more of total amount of stock. If 

by a corporation, the names and 7B 
of ‘the individual owners must be given. If owned 
by a firm, company, or other unincorporated con- 
cern, its name and address, as well as those of 
each individual member, must be given.) 

Sonnet United Publishers’ Corporation, 
York, N. 

Charles Wy. Anderson, 220 ~~ ¢ New York 
pi N. ¥.; James Artman, 906 St., Ocean 
N. J.; George H. Buzby, ‘orn and "Walnut 
* Phinindetphia, Pa.; Anna B. Frank, Pleasant- 
ville, N. Y.: Fritz J. Frank. Pleasantville N. v3 

Mabel M. Griffiths, 165 Montclair Ave., Montclair, 
N. J.; Lillie Lindsay, 698 West End Aye., New 
York City, N. Y.; James H. McGraw, Jr.; 36th 
St. and Tenth Ave., aed York City. N. ¥.; Eliza- 
beth S. Mekeel, 80 Upper Mountain Ave., Mont- 
clair, N. J.; C. A. Musselman, Marion, Pa.; A. 1 
Pearson, 169 Christopher St., Montclair, N. 
Lelia C: Pearson, 169 Christopher St., Stontetate, 
N. J.; Charles Swayne Phillips, 495 Park 
Upper Montclair, N. J.; Jennie M. Phillips, itt 
Cooper Ave., Upper Montclair, N. J.; Publishers 
Securities Co., 10 Overlook Park. Montclair, N. J.; 
(See Note) ; Charles T, Root, 2 W. 67th St., 
York City, N. ¥.; Franklin T. Root, 239 Ww. 
St.. New York City, N. Yr: Olive moet, 239 W. 
39th St.. New York City, N. Y.; t Securities 
Corporation, 88 W. 42nd St.. New York City, 

¥.; (See Note) ; G. Eugene Sly, Asheville, 

C.; Frederic C. Stevens, 325 West End Ave., 
Naw York City, N. Y.; W. H. Taylor, 490 Park 
St., Upper Montclair, N. J.; Everit B. Terhune, 
207 South St., on, Mass. 

NOTE: The stockholders required for Publishers 
Seenrities Co. are as follows: Mrs. Velma §8. 
Stevens, 325 West End Ave., New York City; Ruth 
8. Kane, Montclair, N. J.; Dorothy 8. Johnson, 
New York, N. ¥.; M. J. Swetiand, Trustee for 
Grace E. Swetlend, Rediands, Cal. 

The Stockholders ne the Root Securi- 
ties ration are the ‘fo + spa F. T. Root, 
Bronxville, New org: Geo. F. Root, Bronxville, 
N. Y.; Ralph Root, Brooklyn, _ = ab ; Royal P. 
Root, Denver, Colo.; Winifred yew, York, 
N. ¥.; Esther 8. Root, New York, Ne . Waldo 
Root, New York, N. ¥. 

8. That the known bondholders, 
and other security holders owning or holding 1 i 
per cent or more of total amount of bonds, mort- 
gages, tite) other securities are: (If there are none, 


New 


New 
39th 


4. "That the two paragraphs next above, giving 
the — of the owners, stockholders, om 
security holders, if any, contain not only the 
list of stockholders and security holders as they 
appear upon the of company but — 
in cases where the stockholder or security holder 
appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of 
the person or corporation for whom such sipeies 
is acting, is given; also that the said two para- 
graphs contain statements a afiant’e full 
knowledge, and belief as to the circumstances and 
conditions under which stockholders and wea 
holders who do not appear upon the books of 
company as trustees, hold stock and OF 
in a capacity other than that of a bona fide 


tion 

in said 

p aan or other cobunttien than as so stated 
(Signature of Business Manager) William 

LeBrecht. Sworn to and oubeoribved before ui 
this 24th day of 1926, 

James F. Weils, Notary 

expires November 


Public. 
(My commission be, 1931.) 
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“HUBTIP” “No-Metal- 
Tip” Shoe Laces Make 
Your Findings Case More 
Attractive. 






Attract the Eye and Profits Accrue 
with Goods of Quality 


“HUBTIP” Cabinet Containing 72 Single 
Pairs. Striking Three Color Cartons Sure to 
Draw Attention. 

“HUBTIP” Individual Carton Keeps Laces 
Clean and in Good Condition. Easy to 
handle. 





Light Tan—Brown—Black 
A GOOD—STRONG—READY SELLER 


“HUBTIPS” 


No Metal Tips—Braid from Tip-to-Tip 
Manofacturers 
F. W. WHITCHER CO. 
332 Albany Bidg., Boston 







































FACTS 


that will interest 
every visitor to 


NEW YORK 


Afri to New York does not mean bi expenses 

—if you stop at the popular Hotel Martinique. 

In the very centre of business activity, the Mar- 

tinique offers clean, cheerful accommodation to the 

discriminating traveler who wants comfort and con- 
venience without extravagance. 


Rooms as low as $2.50 per day. 
Special Restaurant Service at most 
moderate prices. 


It will pay you to investigate— 
ig and we'll welcome the opportunity 
sig] to prove these facts to you. 


A. E. SINGLETON 


HOTEL *= 



























_ Resident Manager 








MARTINIQUE 








Opportunity for 


RETAIL 
SALESMEN 


to get into 
business by earning 
co-Partnerships 


The J. C. Penney Company is 
the World’s Largest Chain De- 
partment Store Organization. 
From one Store in 1902, it 
now operates 745 Stores, with 
a business last year of over 
$91,000,000. 














Associate yourself 
With a growing concern 





Retail Salesmen under 35 years of 
age with selling experience in Dry 
Goods, Clothing, Furnishings or 
| Shoes for men, women and 
children who realize that the path- 
way to Success means Hard Work— 
who are not job-hunters, looking for 
soft snaps. Investigate! 





‘% 


WE WANT REAL MEN—who 
believe in themselves and are anxious 
to PROVE their fitness for greater re- 
sponsibilities. No financial invest- 


ment required. 





Write to our nearest office for de- 
tails and our booklet, “‘ The Next 


Ten Years.”’ ; . 
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BOOTS AND SHOES 


Barney’s, New York City 
Bell Bros. Shoe Co., Biddeford, Me 
Berkshire Footwear Corp., Holliston, Mass. 


Best-Ever Slipper Co., Inc., Brooklyn, 
90 


Blog Shoe Co., New York City 91 
Brockton Cooperative Boot and Shoe Co. 88 
Brooks Shoe Mfg. Co., Philadelphia, Pa.. 96 
Burrows Shoe Co., Rochester, N. Y 41 


Capezio, New York City 94 


Clapp, Edwin, & Son, Inc., E. Weymouth, 
88 


Cohen, Samuel, Shoe Co., Boston 90 


Commonwealth Shoe & Leather Co., Whit- 
as TES be Fv ccc ct pe ctugcggenscepics 


Coon, W. B., Co., Rochester, N. Y 76 
Crafts, G. P., Co., Manchester, N. H 
Crosset, Lewis A., Co., No. Abington, 


88 


David Shoe Mfg. Co., Cincinnati, O 
Duane Shoe Co., New York City 


Florsheim Shoe Co., Chicago, Ill 


Edwards, J., & Co., Philad2lphia...4th Cover 
* Elam, F. S., Shoe Co., Rochester, N. Y.. 92 
Endicott-Johnson Corp., Endicott, N. Y. 60-61 
Excelsior Shoe Co., Portsmouth, O 03 


General Footwear Corp., New York City.. 78 
Greeley, A. W., & Co., Haverhill, Mass.. 96 
Grover, J. J., Sons Co., Stoneham, Mass.. 1 
Gunther Shoe Co., Coldwaten, Mich 37 
Gustin, M., Co., New York City 90 


Harsh & Chapline Shoe Co., Milwaukee, 
Wis. 1e 


Haseltine, Ernest D., Co., Newburyport, 
11 


Herman, Joseph M., Shoe Co., Millis, Mass. 33 
Howard & Foster Co., Brockton, Mass... 88 
Huckins & Temple Co., Milford, Mass.... 26 


Ideal Baby Shoe Co., Danvers, Mass 35 


Julian & Kokenge Co., Cincinnati, O...16-17 
Kimball, Alfred, Shoe Co., Lawrence, Mass. 40 


Lilly, Henry, New York City 
Lyons & Company, New York City 


Manhattan Finding Co., New York City.. 91 
Menihan Co., The, Rochesten, N. Y 
Merchants Shoe Co., Boston 

Metropolitan Slipper Co., New York City. 91 


Miller, 1., & Sons, Inc., Long Island City, 
Ma Hse ccwcdeeess gE phe boda Seg sdueyy 7 


Mitchell Welch Shoe Co., Lynn, Mass 
Murphy & Saval Shoe Co., Chicago, Ill.. 23 


Nettleton, A. E., Co., Syracuse, N. Y..12-88 
Novelty Slipper Co., New York City 


Nunn, Bush & Weldon Shoe Co., 
waukee, Wis. 


Packard, M. A., Co., Brockton, Mass.... 88 
Paristyle Footwear Mfg. Co., Inc., Brook- 


Plant, Thos. G., Co., Boston 
Posner, Dr. A., Shoes, Inc., New York 


Powell & Campbell Co., New York City.. 92 


Reed, E. P., & Co., Rochester, N. Y 

Reynolds, Bion F., Brockton, Mass 

Richards & Brennan Co., Randolph, Mass. 88 

Roberts-Johnson & Rand, St. Louis, Mo. 
3rd Cover 

Saks, M. J., Shoe Corp., New York City.. 29 

Schwartz & Herder, Inc., Philadelphia, Pa. 91 

Sherwood Shoe Co., Rochester, N. Y 

Smith, Wm. Sumner, Chicago, Ill 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., 


Taylor Shee Co., Boston, Mass 
Teeple Shoe Co., Waupun, Wis 
Thomson Crooker Shoe Co., Boston, Mass. 13 


United States Rubber Co., New York City, 
Front Cover 68 


Wolverine Shoe & Tanning Corp., Rock- 
SR Te a «0 6B beh ve ddewas crepes oO 62 


Wright, E. T., & Co., Rockland, Mass.... 93 


FINDINGS AND SHOE STORE SUPPLIES 


American Seating Co., Chicago, Il 


Crown Motion Picture Supplies, New York 
Goodwin, C. L., & Co., Ine., Worcester, 


Howlett & Hockmeyer, New York City.. 62 
Laing, Harrar & Chamberlin, Phila.. Pa. .96 


Mazer Brothers, New York City 

Milbradt Mfg. Co., St. Louis, Mo 

Miller, O. A., Tree, Machine Co., Brock- 
se SED he se ee re eee 80 

Myers, F. E., Bros. Co., The, Ashland, 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Nu-Shine Ce., The, Reidsville, N. C 
Tubular Rivet and Stud Co., 


United Shoe Machinery Corp., Boston .24-95-104 


LEATHER AND OTHER MATERIALS 


Armstrong Cork Co., Lancaster, Pa 


Barbour Welting Co., Brockton, Mass.... 66 
Barnet, J. S., Sons, Inc., Boston 
Beggs & Cobb Co., Boston 


Creese & Cook Co., Boston 
Evans, John R., Co., Camden, N. J....30-31 


Gallun, A. F., & Sons, Milwaukee, Wis. 14-15 
Goodyear Tire & Rubber Co., Akron, O.. 64 


Hale, Alfred, Rubber Co., Atlantic, Mass. 39 


Hecht, F., & Co., Boston and New York, 
2nd Cover 


Hubschman, E., & Sons, Inc., Phila,. Pa.. 19 
Jones Co., F. E., Boston 


Lawrence, A. C., Leather Co., Boston. .58-59 
Levor, G., & Ce., Gloversville, N. Y.... 2-3 


New Castle Leather Co., New York City 6 


Rueping, Fred, Leather Co., Fond du Lac, 
Wis. 25 


Schwarzenbach-Huber Co., New York City 82 
Skinner, Wm., & Sons, New York City.. 63 


West Virginia Pulp and Paper Co., New 


MISCELLANEOUS 


Atlantic Printing Co., 
Glaubefg, Max, New York City 
Hotel Martinque, New York City 


Kalter, Cerf. Mercantile Co., Inc., 

York City 
Kirsch-Blacher Co., Inc., New York City.. 99 
Kluge, E. H., Weaving Co., New York City 100 
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EXCELSIOR X-LINE SHOES 


A Better Style and Quality 


at a Lower Price 


Thirty-six years of building shoes for boys 
have given Excelsior X-Line Shoes a unique 
position. They are more popular than ever this 
fall because they have an individual style that 
lifts them above the ordinary, with good wear- 
ing qualities, and yet are lower than the average 


in price. 
Style X-429 Boys’ Tan Kip Bal on Bobby 

Burns last. Brass eyelets, nee: | cork box. 
rice, $2.85 


Pacemakers for years, Excelsior Shoes for fall 
: - é ok h d f Style X-143. Same as above | iF 
and winter are maintaining the record of su- Style X28, fame as X29 in on 
; ah » 
premacy, and Excelsior dealers are building 
business with a nice profit. 





The fall catalog gives you campaign information 
on how to boost sales. Supplied with ads for local 
advertising, fascinating booklets to bring the boys 
to your store, letter suggestions on how to reach 
your prospects, and other dealer helps are playing nen ini” tise 
their part in putting over sales. Dancin. Armstrong. gork tox. 
Selling Excelsior Shoes means customer satisfac- Gare oe eee brie babe 
tion, small investment, rapid turnover, and bankable Bind nee. Pelee, $2.38 
profits. 

You know it’s the last few pairs that pay the divi- 
dends—if they don’t have to be “sacrificed.” Our 
immediate in-stock service protects you against this. 
Don’t overload your shelves. Make up a trial order Style X-495, | Bove’ Tan Kip Blacher 


of various styles and widths and we keep you sup- Sigle, X-158. Same am, above, fp 


plied as your stock runs out. on as oi kis es 
’ C and ins. Sizes: Gents’, 

Shoes on your shelves.don’t pay profits. Buy them Obs Jgenebidad 
the Excelsior way—when you need them—without 


tying up your capital. 


_ 











Other live dealers are making X-Line shoe profits 
right now—you can get yours by mailing in your 
order today. 
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Warr a humiliating experience for any woman. The wood 
heél on her shoe has come off—on a busy thoroughfare. She 
tries to hide her embarrassment by walking on her toe, but 
the resulting limp makes her even more conspicuous. She 
becomes furious with her shoe dealer—and justly so, for she 
has a perfect right to security in her footwear. — 


Wood heels are lost because the holding power of ordinary 
Raviegheadiresetiers furectaltvata attaching nails is not great enough to withstand the constant 
regrets by insisting om the use of jar of the heel on rough pavements. The greater holding 
Arua Woop Heet Screws by the power of AtpHa Woop Hest Screws however, practically 
manufadurer. An important little as 

eliminates the embarrassment and danger caused by a lost 


detail that will safeguard your 2 = 
customer and help create goodwill wood heel. Specify them in all your shoes. 


United Shoe Machinery Corporation 
Boston, Massachusetts 





